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The noteworthy achievements of the Kansas City Life can be ascribed, 
in no small measure, to the inspiring leadership of its President, Mr. J. B. 
Reynolds. 


During the twenty-five years of his incumbency this company progressed 
from an obscure, struggling young enterprise in 1904 to the enviable 
position it enjoys today, leading all Legal Reserve Life Insurance Com- 
panies organized since 1895, writing strictly standard risks. 


It is fitting, therefore, that the event of his Silver Anniversary of Serv- 
ice be commemorated. 


Gains . . . . ,. Inthe span of twenty-five years the volume of insurance in force has been in- 
creased from about $2,500,000 to more than $415,000,000, which sum is carried 
on the lives of more than 185,000 policy-holders. Its investments in this period 
have increased from $300,000 to more than $55,000,000. 


Annual In 1904 a few agents in two or three states produced a few hundred thousand 
Producti dollars of insurance a year. During 1929 more than 2500 agents covering 39 
TOAUCHION * *  * states and the District of Columbia will produce $100,000,000 in new business. 


Modern Constantly on the alert to meet the demands for improved contracts of insur- 
4 ; ance, the Kansas City Life has always been a leader, being the first company to 
( ONtract : . ; ces ° ; “.(" 
40 @CiS + + + + adopt the double indemnity and total disability benefits into life policies. 
Today we issue all the modern forms of life, endowment, income and annuity 
contracts adaptable to any condition. Non-medical issued up to $5,000 and 
to age 45. 


Future The integrity of administration, the great care exercised in the selection of 
Q : risks, the unusual investment opportunities with substantial interest returns 
TuUATAN Le * «+ + offered, combined with the policies of this Company in its adopted methods of 
cooperation and education, guarantee an agency organization assured of 

continued prosperity and growth. 


Kansas City Lire INsurANCE ComPaANy 


J. B. Reynolds, President Home Office: KANSAS CITY, MISSOURI C. N. Sears, Secretary 
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Children of their Birthright 
for the sake of a Jew pennies? 


“Wouldn’t take a million for ’em”— 
that’s how you value and love your 
children. 

Certainly then, you wouldn’t de- 
liberately rob them of their birthright? 

Certainly not! 

Your children’s most valuable pos- 
session is their Mother’s time. Take 
her loving care from them and you 
mar their childhood days and seri- 
ously handicap them for life’s battles 
—you rob them of their very birth- 
right—their Mother’s care. 

But no man would knowingly do 
this. 

Certainly not— but all too many 
men do it just the same. 

Unthinkable? 

Not at all—happens every day— 
every now and then such stories creep 
into the newspapers of how some 
widowed mother gives up her struggle 
to earn a living and rear her brood— 
or how Mrs. wants her sons 


adopted by someone able to educate 
them properly—and so on— 

Of course, most of Life’s tragedies 
of this sort never reach the newspa- 
per stage—the weary widow ekes out 
a bare living, sacrifices herself on the 
wheel of deadening toil, and somehow 
manages to keep her family together. 

But someone’s children are being 
robbed of their Mother’s time just the 
same— 

Of course, your children are going 
to HAVE their Mother’s time. You 
are not going to rob them of it. 

But what if you should die tomor- 
row—or next month—or next year? 

How long could your widow live on 
the INCOME of your Life Insurance? 

We have a plan by which you can be 
absolutely sure that your children will 
never be deprived of their loving 
Mother’s care. It costs but a few pen- 
nies to make the happiness and success 
of your children secure. 
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The Trend of 
Life Insurance 
Salesmanship 
Today is 
Toward the 
Presentation 
of Life 
Insurance 
as a 
Property 
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THE COMMONWEALTH LIFE INSURANCE COMPANY 


of LOUISVILLE, KENTUCKY 
I. SMITH HOMANS, Vice-President 


We have a 
Policy 

that is 
Particularly 
adapted to 
such a 
program 
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The Columbia Life 
Insurance Company 


of Cincinnati 


5 


Offers a complete service; 
including infantile policies, 
mortgage protection 
policies and joint life 
contracts and can give 
prompt service on every 
phase of insurance. We 
want only men who stay 
and we will stay with 
them. If interested, 
write or wire, giving 
complete history of 
yourself. 


S. M. Cross 


President 
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A True Story 


One year after graduating from a 
large university a young man found 
himself out of work and, as occa- 
sionally happens at such times, 
quite financially embarrassed. He 
needed money at once, but had prac- 
tically no security on which to base 
a loan. He did have, however, a 
Northwestern Mutual policy which 
he took to the agent who sold him 
the policy and asked for and re- 
ceived a considerable loan. 


This incident proves that every 
policyholder needs and is entitled 
to a service which can be obtained 
only from personal negotiation 
with a competent and responsible 
agent. 


Northwestern Mutual field repre- 
sentatives are thoroughly trained 
and equipped with complete infor- 
mation and data regarding life in- 
surance. They can truly be called 
Insurance Counsellors. 


All Northwestern Mutual agents 
know that life insurance is a service 
and that their obligation does not 
cease upon delivery of the policy. 
They are firm believers in the creed 
“that those who use life insurance 
ought to have the assistance and 
advice of an intelligent and respon- 
sible agent at the time of the sale 
and throughout the life of the 
policy, if maximum results from 
insurance are to be procured.” 


There is still plenty of opportuni- 
ties in life insurance with sufficient 
remuneration for sincere, hard- 
working and unselfish agents. 


THE 


NORTHWESTERN MUTUAL LIFE 


INSURANCE COMPANY 
MILWAUKEE, WISCONSIN 
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A. L. C. Hosts Assemble in Cincinnati 


Big Leaguers of Life Insurance Trade Views on Problems 
of Primary Importance Which Are Being Nationally Probed 





Real Results Shown 











Convention Headquarters, 
Cincinnati, Oct. 18. 


The American Life Convention at its 
meeting this year looked back over a 
year of constructive work and real ac- 
complishment. The organization met 
in the same room at the Sinton Hotel 
in 1909. It has achieved much since 
that time. This year marks an impor- 
tant epoch in the life of the body be- 
cause of the change in executive man- 
agement at St. Louis headquarters. 
Claris Adams, secretary and general 
counsel, who was inducted into the office 
at the Detroit meeting, gives up his 
position to become executive vice-presi- 
dent of the American Life of Detroit. 
Mr. Adams took up the reins of office 
laid down by Thomas W. Blackburn, 
now of sainted memory. He had a 
dificult position to fill after Mr. Black- 
burn’s long and successful tenure of 
office. 


Adams Made Name for 
Himself in Life Insurance 


Mr. Adams has endeared himself to 
the business of life insurance and its 
workers with whom he has come in con- 
tact. When he arose to give his re- 
port this year, the entire body was on 
its feet in tribute to his great person- 
ality, reputation and achievements. He 
leaves the convention with the highest 
wishes of all connected with it. Espe- 
cial tribute was paid to him in that he 
was elected a member of the executive 
committee ex-officio, thus being in the 
same position as a past president. 

The convention now divides the execu- 
tive work, having appointed Judge 
Byron K. Elliott, who has presided over 
the superior court at Indianapolis, as 








CHARLES w. GOLD, Greensboro, N. C. 


New President 








NEW OFFICERS ELECTED 


PRESIDENT 


Charles W. Gold, Greensboro, N. C. 
Vice-president and treasurer Jefferson Standard Life. 


MANAGER AND GENERAL COUNSEL 
Judge Byron K. Elliott. 


SECRETARY AND ACTUARY 
Wendell P. Coler. 


EXECUTIVE COMMITTEE 


New Members—Clarence L. Ayres, Detroit, president 
American Life; Col. C. B. Robbins, Cedar Rapids, Ia., presi- 
dent Cedar Rapids Life; F. V. Keesling, West Coast Life; 
Daniel Boone, Kansas City, Mo., president Midland Life. 

Holdover members—O. J. Arnold, Minneapolis, president 
Northwestern National Life; John M. Laird, Hartford, vice- 
president Connecticut General. 

Place of next meeting—Chicago. 





Tuesday all addition, First 
Vice-President LeRoy A. Lincoln of the 
Metropolitan Life, who is its general 
counsel, gave an address before the en- 





manager and general counsel, while day. In 
Wendell P. Coler, actuary of the Mac- 
cabbees of Detroit, becomes secretary and 
actuary. Thus the service of the organ- 
ization will be augmented. Both men | tire convention Thursday afternoon. He 
are particularly gifted for their positions. | would naturally have appeared before 
They were present at the meeting this | the Legal Section. The Legal Section 
year and made a verv favorable impres- voted to return to its former policy of 
sion. | having a two-day meeting Monday and 


Complete Change in the Tuesday of convention week. 


- The three other sections, financial, 
Program This Year home office management and agency, 
A complete change in program ar- 


occupied a prominent position in the 
rangements was inaugurated this year | program this year. It was so arranged 
in the way of blending some of the sec- 


that all persons attending the meeting 
tional work with the convention proper. | could attend one session of each section. 
The Legal Section held its meeting | 


(CONTINUED ON LAST 


PAGE) 





JUDGE BYRON K. ELLIOTT 
New General Manager 


CLARENCE L. AYRES, Detrcit 
Retiring President 

















| Gold Is President 


Convention Headquarters, 
Cincinnati, Oct. 18. 


Charles W. Gold, vice-president and 
treasurer of the Jefferson Standard Life 
of Greensboro, N. C., was elected presi- 
dent of the American Life Convention 
at a final session Friday afternoon. The 
executive session was held during the 
afternoon the last day instead of during 
an evening as has been the practice in 
the past. Mr. Gold is one of the stal- 
warts of the organization. He has long 
been a faithful attendant at the meetings 
and has served as member of the execu- 
tive committee for three years. He was 
a prominent candidate for the office a 
year ago but retired in favor of Clarence 
L. Ayres of the American Life. 


Gold Started as a 
Newspaper Worker 


Mr. Gold —— a his business career 
on the Wilson, N. “Times.” Wilson 
was his native town me therefore news- 
paper work occupied his early attention 
after he left school. He entered life in- 
surance, becoming a general agent of a 
New York company for North and 
South Carolina. Appreciating the op- 
portunity for a substantial and progres- 
sive home company, he was one of the 
organizers of the Jefferson Standard Life 
in 1907. He first served as secretary 
and agency manager, holding that posi- 
tion for five years, and then was elected 
vice-president and treasurer. He has al- 
ways been a factor in that splendid com- 
pany, which is one of the best managed 
in the country. Mr. Gold will carry on 
the work of the American Life Conven- 
tion with credit to himself, the organiza- 
tion and the institution of life insurance. 

(CONTINUED ON LAST PAGE) 








CLARIS ADAMS 


Retiring General Manager 
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Ayres in Stern Rebuke of Practices 


President of A. L. C. Comes Out Flatly on Important Problems 
of Profession—Gives His Reactions on Disability Situation 


A comprehensive review of the year] and the success of nonmedical selection 
including strong criticism on some dis-! has been so completely demonstrated 


ability practices, comment on taxation, 


stock manipulations, general invest- 
ments, aviation and other important 
factors in the business was given by 


the 


ad- 


president of 
his 


Clarence L. Ayres, 
American Life Convention, in 
dress at the annual meeting. 
Mr. Ayres sees the three most im- 
portant life insurance considerations of 
the day as federal taxation, total and 


permanent disability benefits and uni- 
form investment laws throughout the 
country, the last two mentioned sub- 


jects being now prominently before the 
Commissioners Convention, 
mended the maintenance of a strong com- 
mittee of the A. L. C. devoted to a care- 
ful study and survey of these matters, 
after which they would report to the 
executive committee. 

Mr. Ayres also recommended a spe- 





Louis 
President Central States Life 


JAMES A. MceVOY, St. 


cial committee to survey the question 
of federal taxation, particularly to make 
sure that any change in present laws 
would include elimination of any unfair 
advantage which one class of company 
might have over another. Mr. Ayres’ 
address in part follows: 

“In the administration of his office for 
the year, it has seemed to your presi- 
dent that the convention is ideally sit- 
uated in having in its membership the 
strong virile companies which compose 
this body. Geographically, the conven- 
tion is representative of every section 
of the country. 

“In the personnel of its companies, 
the officers are men of constructive 
thought and of that pioneer building 
spirit which has enabled them to launch 
and successfully build those companies, 
scattered throughout the west and south 
and central and eastern part of the 
United States. 


Lists Accomplishments 
of A. L. C. Membership 


“To the credit of the convention and 
its membership is the modified prelim- 
inary term method of reserve valuation, 
now written into the laws and depart- 
mental rulings of every state in the 
Union as a permissive standard, and 
recognized as both sound and equitable 
by insurance commissioners and their 
actuaries, and as well by every actuary 
of standing of every company through- 
out the land. 

“American Life 


Convention com- 


panies introduced the writing of non- 
medical insurance in the United States, 


He recom- , 


that no company now using it would 
think of going back to exclusive med- 
ical selection. 

“The American Life Convention had 
largely to do with the adoption of stand- 
ard provisions for life insurance poli- 
| cies by the several states, which now 
form the structure of the policy con- 
tracts of the companies. In_ these 
and many other details the conven- 
tion has stood for constructive thought 
and progressive action, and through 
them it has stamped its influence in- 
delibly upon American life insurance. 

“More than 20 years ago, premium 
waiver disability was introduced into 
; American life insurance, followed a little 
' later on by premium waiver and income 
' total and permanent disability. Depart- 
ments of insurance of many states de- 
murred considerably at this innovation. 

“The argument seemed both fitting 
and logical to the commissioners, and 


the laws of many of the states were 
amended so as to permit this very 
modest and mild mannered child to 


enter, the legislation taking the form of 
permitting the life companies to waive 
premiums and grant an annuity in the 
case of ‘total and permanent’ disability 
of the insured. It was not Jong, how- 
ever, until under awesome but false 
leadership, some of the companies began 
to write what amounted to a ‘partial dis- 
ability’ coverage under this ‘total and 
permanent’ disability permission. 


More Innovations 
Are Being Introduced 


“Some of the companies apparently 
are not even now satisfied with the in- 
troduction of this wastefully uncertain 
partial disability feature into life insur- 
ance policies, for within the past few 
months a company has come forward 
with a partial disability clause that sets 
up the loss of 75 percent of a man’s 
earnings as conclusive proof of ‘total 
and permanent disability.’ 

“I do not believe that under the law 
life insurance companies as such can 
lawfully write partial disability of this 
nature. Competition in this field has 
not been restricted to liberality of bene- 
fits, however. The extension of the 
field covered by the clause has not in 
all instances been accompanied by cor- 
respondingly increased rates and re- 
serves. The rates and reserves may be 
substantially adequate for ‘total and 
permanent’ coverage, but are woefully 
inadequate in many companies for the 
form of partial disability benefit some of 
the companies are granting. As a re- 
sult, the losses suffered by life insurance 
companies in this experimental field 
have amounted, during the last year, to 
more than $20,000,000. 


Declares It Is Unjust 
to Underwrite This Way 


“This is an obvious injustice to the 
stockholders of stock companies, on the 
one hand, and is even more indefensible 
in a mutual company, where old policy- 
holders must stand the burden of such 
losses. 

“Life insurance as such is an exact 
science. Its coverage should be re- 
stricted to known quantities. The mat- 
ter of adequate rates and reserves for 
every benefit contained in the policy is 
paramount. When the companies first 
began to write ‘total and permanent’ 
disability they adopted rates and re- 
serves which have substantially proven 
themselves to the companies that stuck 
to ‘total and permanent’ disability cover- 
age. 

“During the past year the superin- 














tendent of insurance of the state of New | cent exemption. 
York practically issued an ultimatum to permanently opposed to any formula cal- 


the companies in his state to the effect 
that if they did not correct practices 
within this field, the insurance depart- 
ments of the country would accomplish 
the result by coercion. 


Actuaries’ Committee _ 
Decides on Compromise 


“As a consequence, a committee of 
company actuaries representing com- 
panies operating in New York, met and 
evolved a plan for keeping the total and 
permanent disability feature of the life 
insurance business within due bounds. 
Their report constituted a compromise, 
and perhaps does not meet the exact 
view of any individual company, but it 
seemed the only common program 
which could be agreed wpon at the time. 

“The officers of your convention 
recognize that any plan of standard pro- 
visions for disability benefits which does 
not carry with it adequate net premiums 
and reserves would only again result in 
substantial losses to the stockholders 
and policyholders of the companies. Per- 
sonally, | have been opposed to a wait- 
ing period, or any definition of total and 
permanent disability, other than that 
originally contemplated by the law, and 
written into the policies, wherein the in- 
sured is ‘totally and permanently dis- 
abled and will be thereby for life pre- 
vented from pursuing any and all gain- 
ful occupations.’ 


Urges Quitting Cover Unless 
Companies Come to Senses 


“For the companies to rush headlong 
into unknown and wntried fields with 
this benefit, without regard to adequate 
premiums and reserves for the coverage, 
is foolhardy in its inception, and noth- 
ing short of criminal waste of policy- 
holders’ funds if persisted in. I do not 
believe the commissioners of insurance 
of the several states should longer per- 
mit the companies to extend this benefit 
beyond the ‘total and permanent’ phase 
permitted by law, and that if adequate 
rates and reserves are not provided, and 
the companies persist in writing ‘partial’ 
disability under any guise and by any 
formula, I, for one, should be in favor of 
abandonment of the field by depart- 
mental rulings, or where necessary, by 
legislative enactment. 

“In the enactment of the first federal 
income tax law, life insurance companies 
were taxed at the same rate as other 
corporations upon a formula which was 
designed to reach their actual profits. 
Due to the difficulty of defining the re- 
serve liability of the companies in lan- 
guage which the government would ac- 
cept and the courts enforce, litigation 
developed between some of the compa- 
nies and the Treasury Department. 


Tax Method Discriminates 
Against Younger Companies 


“Certain it is that the present basis 
discriminates against the younger com- 
panies, particularly those who are using 
34% percent as an interest basis for im- 
proving reserves. 

“I believe that the life insurance com- 
panies of this country already carry too 
high a tax burden. American life insur- 
ance companies pay to the state and 
federal government an aggregate tax in 
excess of 10 percent of their investment 
income, and this must ultimately be 
borne by the policyholders. 

“In the present federal income tax 
law, companies using three and one-half 
percent as a basis of reserves are ac- 
corded an exemption of one-half of 1 
percent over and above their reserve re- 
quirements, while companies using 3 
percent as an interest basis for improv- 
ing their reserves receive a full 1 per- 
I am and will remain 





culated to increase the federal tax 4 
life insurance companies, which does no; 
carry with it an equalization, for futur 
taxation at least, of this discriminator 
provision of the old law. : 


Advises Carriers to Take 
Firm Stand in Matter 


“I believe, therefore, that the life jp. 
surance companies of this country 
should take a firm stand against any jp. 
crease of tax in any guise and by am 
formula. 

“There is no more sacred trust thay 
that of life insurance. No man who js 
not an idealist and who is not willing 
accept both in letter and spirit the ful 
moral and legal responsibility of trustee. 
ship has any right to be in this business, 

“I firmly believe that the stock play 
is a sound basis of conducting a life in. 
surance company. I believe the invest. 





FRANKLIN B. MEAD, Fort Wayne, Iné 
Vice-President, Lincoln National Life 


ment of private capital for profit in pri- 
vate business is the American plan ol 
doing business to which this nation is 
committed. I do believe, however, that 
stock jobbery in the life insurance busi- 
ness is sacrilege. I believe that every 
member of this convention should do 
everything within his power to stamp 
out the speculative aspect of stock 
manipulation in our business. 


Upholds Amalgamations 
for Economic Reasons 


“The amalgamation or consolidation 
of life insurance companies for economic 
reasons in the interests of the policy- 
holders and stockholders, and where t 
is carried out solely for this purpose, § 
proper and right. 

“The present inflation of stocks in the 
market has led to considerable discus 
sion, particularly within the last yea, 
of the advisability of life insurance com 
panies being permitted to make invest- 
ments in common stocks. A survey 0 
the situation showing both earnings 4” 
yield on the present price of stocks 
would seem at least to make this an 
opportune time to extend investments 
very far in this direction, even were " 
permitted by law. ; 

“The condition of the money market 
for the past few years has been prolific 
of substantial rates on mortgages 2" 
bonds and other good forms of invest 
ment, and this coupled with a favorable 
mortality for the past decade would see™ 
to warrant a word of warning that hig? 
rates of interest, and low mortality, ™® 
not always last, and would seem © 

(CONTINUED ON LAST PAGE) 
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Kinsinger Gives |Dinoman H Novel W Reviews Cases 
. £ y A 
aay = Timely Survey of Writing Baffling Cover Upon Disability 
tax of 
does Not Z Z 
or future . -_ . ‘ . 
minatoy @ Takes Up Standard Disability —— , Company’s Counsel Finds Diamet- 
: ie ne of the few real authorities on the disability provision in life insurance ; es 
Provisions and Makes Valu- - 4 3 . : ricall osed Decisions on 
: contracts, Dr. Harry W. Dingman, vice-president and medical director of the Con- ically Opp 
able Suggestions tinental Assurance and associated companies, Chicago, gave the results of his Important Point 
. fife i mature experience and opinion on this baffling subject at the A. L. C. meeting. 
‘aeaeaas Dr. Dingman said it was evident that some other point of perspective must bd 
country . 
S any in. REVIEWS LEGAL RULINGS chosen in studying the subject, than a mere study of mass statistics. URGES REPHRASING COVER 
by any “We have studied mass statistics and we have not found the answer,” he said. a 
ast the Midwest Life Counsel Draws Conclu- “We have calculated how often disabilities should happen and how long they Smith Expresses Surprise at Complete 
ates . I t Points in Light should last—and they happen oftener and last longer. Wherefore we have studied of Plain English 
ogy: - s on Importan on 1 i 1 
illing ¢ — - “ee Sone more statistics and calculated more rates—and paid out more indemnities. Disregard am cnges 
the ful of Decisions “Suspicion dawns. Perhaps we should ig UAT YE Ste 7 ‘ exsggpbeae by Some Courts 
trustee. <i I a 1 I bl were receiving noncan premiums ag- 
astee pursue another phase of the problem. gregating more than $18,000,000 in 
yusiness, ; . It may be the solution is not in mathe-| foo." But manv of these. companies 
ck plan Particularly timely in view of the] matics. Possibly we should analyze our io stopped writing nae teasinnen ines The subject of disability cover, which 
+ - fact that discussions at the commission-| Clients as individuals rather than in cancellably Pay-out ratios were 48] was taken up by other speakers at the 
> Invest: : ‘ . y Ss. g i ew ; ac- : gt oo eh - “ his . 
ers meeting in Toronto recently, and groups, and build up new groups ac percent on $12,000,000 in 1925, 71 per- A J C. meeting from various angles, 
: b - h 1 eke cording to the broader study we shall cent on $23,000,000 in 1926, 52 percent] ._ ” gaa : 
also ~ ery wath repens rage give them.” Dr. Dingman’s authorita- on $16 000,000 in 1927 and 52 percent was covered by Julius C. Smith, - 
of the Actuarial Society of America and | tive paper on “The Disability Problem,” - $18,000 000 ‘ 1998," . ~— counsel for the Jefferson Standard Life 
° ° ° + . . “ Cc ? - , Jeo. : 
the American Institute of Actuaries at | divided into sections devoted to Past “When incurred losses plus claim ex-| of Greensboro, N. C., from the view- 
Toronto, were devoted to the disability gee - bh We See ee penses are considered in relation to the] point of “The Effect of Failure to Give 
. 1e Proble s We Se anc e ; s te 
clause, was the address of J. W. Kin- Solution as We See It,” follows in part: easel agen ~ — ~ —— Notice of Disability Due to Total In- 
us : ° ay “ a Oo Ss y s siness . ” 
singer, general counsel of the Midwest! “Stock and mutual accident and health sone - “9 tl to j esiatentiie ait _ capacity to Act in the Matter. 
Life of Lincoln, Neb., at the A. L. C.| companies wrote premiums of $142,800,- yal eo ies , Mr. Smith proposed that the disability 
meeting. 000 in the United States in 1928. Life i : ae he rewarded 00 as 0 ascure that 
Mr. Kinsinger spoke on the subject | imsutamce companies also did a sizable | Bad Selection Against clause be rewors ee ' ' 
“Tudicial ae Bh moe of Total ame accident and health business. The 65 Company Is Specially Strong cases would not arise he the future in 
: = at companies who started 1929 with $100,- | wr + es a eal a : ..a, | Which the insured would have legal re- 
Permanment Disability Clauses and The ; a a os The difficulty with health insurance, led 
s . eee a “ 000,000 of life insurance in force, col- pests” Beste: ~ * | course even though he had failed to 
Proposed Standard Provisions.” He said A ae - oss . whether cancellable or noncancellable, | A neta 
there was much to be said both for and lected $54,139,883 in disability premiums whether in separate policies or in sup- file proot because ot alleged incapacity 
. rere : - in 1928 and paid out 61 percent, $33,- a eee : ies through insanity, sickness or other rea- 
against the advisability of incorporating car aen of Gk eennnet. (tunis A. anes plementary contracts, is the potency of — His address in part follows 
standard provisions in the disability 12) » of that amount. (able “A, page| selection against the company. This | * : , 
clause, but that in any event it is ap- » 48 stock noida 1 healt selection is exercised when buying and | One of Astounding 
parent that the present situation in dis- MP Br any ‘did bu he —_ 3 'N is exercised at every anniversary when Problems of Today 
sot e = - ° ° cc é es C us ess sew ae S aap > ntorv of 
ability cover will result in more uniform Vek Sats tn G60 eneta Gime on. 1 eee”. policyholder takes invent ry of “The problems that are confronting 
coverage standards for this clause. Mr. be ag lisability vol aa his aches and ailments, his state of body ie imeurance oficiale and attorneys 
Kinsinger said in part: on y - a ye " ‘a VOREEC, gl and state of mind, and decides whether “ om a ak aa "a all a mhmeen. on 
95 4 “rece $°25.- ro 1 u ‘. o > i ous ases ) 
Outlin Probl 86 =o - © percent, 95s, to keep his coverage or to lapse it. i bilit: msurance are ot late assuming 
Which Fac Cor i a Surest of those who do not lapse are aoa at onion - portions One ot 
ch Face Companies Life Companies’ Experience those who anticipate disability. ~ gg Rect po caving ant eancera is 
“There is at the present time consider- Suffers by Comparison ‘Accordingly it is not strange that the hat po ibility > filed after there 
able discussion and some wncertainty as “Apparently the life companies are | life companies should show a_ climbing oo ees . default in the payment of 
- on to what the reserves and premiums | $7,280,268 worse off than accident com- tendency in their payment ratios. For eens ond long after the disability is 
: Lige should actually be because it is felt there | panies on the same premium income of | instance, when we consider the 15 com- meee . have commenced. ° 
(CONTINUED ON PAGE 31) $54,000,000, They paid out 13 percent] panies that had $1,000,000,000 of insur- | “’*S* LetaeEpe ion Hh pega 
’ , : 2 , (CONTINUED ON PAGE 29) 
in pr more money than the accident companies | ance in force at the beginning of this 
lan of N on a money-in, money-out basis. In-| year, we note that the ratios of indem- 
: sses W , side >| nity pz . intake in the H ali 
tion is w curred losses would show considerably | nity payment to premium in 
r. that e Secretary higher. years 1924-5-6-7-8 increase rather sig- Talks on Disability 
’ “Accordingly, as a rough approxima- | nificantly: 
e busi- . Riy, ¢« & P d - 
every tion—very rough—life companies are 17] 1924..... 41 percent of $19,335,403 
uld do percent better off om acquisition ex- ASA 52 percent of 23,614, 468 
stamp pense, 5 percent better off on general I aad call 59 percent of 29,322,7 
stock administration, and more than 13 per- ee ee 65 percent of 34,565,774 
og Rg ae * - _ claim penente. a 68 percent of 43,634,551 
uch leaves hittle any leeway to 


combat whatever special disadvantages 
there are in the coverage of the dis-- 


“Apparently our applicants are select- 
ing more potently than we are, and are 
continuing to prove their power of se- 


dation ability clauses that supplement life in- lection at every anniversary date. 
nousit surance policies. Two of these disad- : 

policy: vantages are noncancellability and the | Outlines Only Sure Method 

sere it high proportion of sickness coverage. of Solving Disability Riddle 


ose, 18 


Indicates Not Enough 


“The big problem of disability insur- 





Premiums on Sickness ance, as we see it, is obtaining policy- 
in the “If sickness liability is nine times in- holders who are surely well when they 
liscus- jury liability, it must be that the $54,- | 2pPly for coverage and surely sick when 
year, 000,000 premium intake of the 65 largest they claim indemnity. Actuaries will 
} COmt life companies in the United States | "¢Ver assign adequate rates as long as 
nvest- means less than $6,000,000 for accident | '™Paired individuals are getting our poli- 
rey © liability, $48,000,000 for sickness. cies and unimpaired persons are col- 
rs and “lust. what this signifies becomes lecting our indemnities. — 
stocks manifest when we note that the $54,- “And that, gentlemen, involves a study 
an in 000,000 premium intake of the 42 stock | f human behavior. Human nature is 
ments companies doing accident and health | UT problem and we must seek a sym- 
ere I business in New York state in 1928 was | Pathetic insight into the personal char- 













$36,400,000 for accident, $17,400,000 for 





acteristics of applicants who apply and 
agents who present them. 











ofc sickness; and the loss ratio was 17 per- pes : : : 

WENDELL P. COLER cent higher for sickness than for injury. Certain fundamental urges are com- DR. H. W. DINGMAN, Chicago 

» an , A “"| mon to us all, and not only is it inter- 

vest Wendell P. Coler, actuary of the| Appears to Explain Why esting to spend some thought upon Dr. H. W. Dingman, vice-president 
rable a ees of Detroit, was present at Other Carriers Steer Clear them, but it is practicable and, if we | and medical director of the Continental 
seem € Cincinnati convention becoming ac- “Perhaps this explains, partly, why | are in the disability insurance business, | Assurance, spoke on “The Disability 
high uainted with the members, as he will] so many accident and health companies | it is highly profitable. Problem,” one of the most engrossing 
may Soon take his new position as secretary | refuse to write disability protection on “What, then, are the fundamental} ones now before life insurance execu- 
m 10 and actuary of the American Life Con-|a noncancellable basis. It is true that | urges of the human race? The first law | tives, and which urgently demands solv- 















vention, 


there were more than 30 companies who 


(CONTINUED ON PAGE 30) 
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Discuss Methods of Training Agents 


Agent’s Service 
Most Important 


Simmons Recounts Methods Used 
by Pan-American Life in 
Helping Field 


GIVES BILLFOLD FEATURE 


Advises Executives to Give True Schools 
of Instruction Without Enter- 
tainment Features 


One of the interesting discussions at 
the A. L. C. meeting in Cincinnati was 
on the question “What Shall We Do 
for the Agent Besides Giving Him a 
Contract and Rate Book?” Ted M. 
Simmons, manager of United States 
agencies for the Pan-American Life of 
New Orleans, advised above everything 
else that the companies perfect their 
service to agents for the reason that the 
agency force is the life blood of every 
‘ company. His remarks are reproduced 
in part below: 

“There is no doubt about it, this is 
a difficult business. It is a business 
which requires courage, enthusiasm, 
diplomacy, intelligence and above every- 
thing else, boundless energy and a de- 
sire to work. It is a business which 
cannot be made easy. Perhaps that is 
one of the reasons why life insurance 
will never be sold on other than an 
agency basis. Perhaps that is one of the 
reasons why this business of ours is one 
of the most interesting and most 
fascinating professions in the world. 


Believes Companies 
Should Lighten Task 


“But I do believe that the selling of 
life insurance can be made easier and I 
believe that we agency men owe it to 
our sales organizations as well as to our 
companies to do everything in our power 
to make the agent’s task lighter and to 
make his production greater. 

“When an agent first becomes asso- 
ciated with our company, he receives 
personal letters of welcome from the 
vice-president and general manager and 
from the agency director. We want this 
new agent to feel at home in our or- 
ganization. Then this new agent has 
the privilege of subscribing to our edu- 
cational course which consists of 20 
booklets dealing with the fundamentals 
of life insurance and of life insurance 
salesmanship. 

“Next, we try to emphasize the im- 
portance of systematically using our cir- 
cularizing department in helping him 
develop prospects. 


Offers “Gift” Service 
For Use By Agents 


“In our letters to the prospect, we 
offer a leather billfold and card case, 
with the individual’s name embossed on 
it in gold if he will fill out the card 
which is enclosed, giving us his name, 
address and date of birth. Twenty-eight 
percent of the people who receive this 
communication will fill out the return 
card and send it back. 

“In other words, within a week or 
10 days after an agent has sent us a 
list of 100 names, he will have in his 
possession 28 billfolds to be delivered 
to prospects who have actually asked to 
be told more about life insurance. 

“Now, of course, a billfold never has 
(CONTINUED ON PAGE 29) 





Declares Training Agent 
Is of Prime Importance 





Because the Bankers Life of Des 
Moines is a company with an unusual 
reputation in supplying agents with 
“tools” such as the remarkably effective 
direct mail service which has distin- 
guished it, the address of W. W. Jaeger, 
vice-president and director of agencies, 
delivered at the A. L. C. meeting was 
of particular interest. 

“What Shall We Do for the Agent 
Besides Giving Him a Contract and 
Rate Book?” Mir. Jaeger asked in his 
subject, and then he proceeded to tell 
how he believed the salesmen should be 
sent out. His address in part follows: 


Must Select a Man 
of the Highest Type 


“The first thing to be done is to se- 
lect for your organization, the very high- 
est type of man, the one that is able 
to carry to the public the important 
things about the institution of life in- 
surance and about the individual com- 
pany he represents, a man you can de- 
pend upon always to explain thoroughly 
and honorably the contents of the poli- 
cies he will try to sell, a man who will 
raise the standards and keep our selling 
business on the high plane where it 
naturally belongs, and a man of whom 
you may be proud as a representative of 
your organization. 

“Your manager should always remem- 
ber that the reputation of his company 
and his agency is in the hands of this 
representative, therefore he should se- 
lect his man with care and should be 
slow to contract with every man who 
comes to his office seeking a job. 


Should Educate Him 
and Give Every Help 


“Second, this man should have proper 
instruction, he should be watched and 
followed up with whole-hearted gener- 
ous assistance and cooperation, because 
he must be happy in his work and must 
feel that he will eventually be able to 
master this job, the best paid hard work 
in the world. 

“Third, it should be the pleasure as 
well as the duty of your manager to con- 
cern himself about this man’s every day 
activities, his financial responsibilities, 


| his family life, his interest in civic af- 
fairs, his church connection and in fact 
everything that affects his welfare and 
that of his family. 

“A satisfied, successful, loyal agent 
will be happy in his work and will find 
no reason whatever to suggest a ter- 
mination of his contract in order that 
he may go with the agency manager of 
some other company. 


Way Agents Were Sent 
Into Field Years Ago 


“Every one of you gentlemen will re- 
call very readily that the average gen- 
eral agent, a few years ago, felt that he 
was doing his complete duty by a new 
salesman when he spent as much as 30 
minutes giving that individual a ‘com- 
plete’ understanding of the institution of 
life insurance. 

“We, as directors of agency depart- 
ments of our respective companies, have 
been woefully lax in seeing to it that 
these prospective representatives of our 
sales departments have had proper in- 
struction to prepare them for the grind 
that would be theirs day after day while 
in the field 

“Those were the years when the pub- 
lic classified the average life insurance 
salesman with the book agent and light- 
ning rod agent and he was frowned 
upon and considered a pest and a nui- 
sance. It was at that time that men 
came to us to become insurance agents 
after they had been failures in other 
lines of business and, with the meagre 
instruction offered them, likewise failed 
in our business. 


Divides Instruction 
Under Two Headings 








I believe, should be 
divided into two heads: First a moral 
groundwork or foundation, and second 
a mental foundation. Under the first 
heading, the importance of the life in- 
surance business in its broader signifi- 
cance should be explained. If the sales- 
man will get the vision of the big and 
noble aspects of life insurance and real- 
ize that he is dealing in personal mat- 
ters that are of a confidential nature and 


“This instruction, 





(CONTINUED ON PAGE 28) 








Speak on Agency Topics | 








TED M. SIMMONS, New Orleans 
Manager United States Agencies, 
Pan-American Life 








J. J. MORIARTY, St. Louis 
Vice-President Missouri State Life, 
One of Participants 











Sales Are Best 
Aid to New Men 


Moriarty Sees Agents’ First Prob. 
lem That of Earning Cash 
Commissions 


NEED IMMEDIATE HEL? 


Great Turnover in Field Force Is Lai 
Largely to Discouragement 
at Start 


The primary problem with new me 
is to make it possible for them to eam 
cash commissions quickly so that they 
will not become discouraged and quit 
before they give life insurance a fair 
trial, John J. Moriarty, vice-president o 
the Missouri State, gave as his opinion 
in the discussion on the question how 
best to start new agents. Some of his 
observations are subjoined: 

“I agree with Mr. Jaeger that th 
average general agent, a few years ago, 
felt that he was doing his complete duty 
by a new salesman when he spent a 
much as 30 minutes giving that ind: 
vidual a ‘complete’ understanding of the 
institution of life insurance. However, ! 
am not ready to agree that this practice 
has disappeared. I think it is still going 
on today in a very large measure. This 
is not only true of general agents ani 
managers, but also of agency depart 
ments of various companies. 


Agency Turnover Is 
Big Problem Today : 


“All of us, of course, recognize the 
great expense that the life insurance 
business is put to each year because of 
the heavy rate of turnover among men 
who enter the business. There is 
need for us to dwell on this phase o 
the matter at this time. It is a situation 
that presents a real problem to ever 
one of us. ; 

“A few years ago there was a definite 
trend among life insurance companies 
to establish educational courses of one 
sort or other for their agents, and pat- 
ticularly for the new men under cor 
tract, to assist them in getting started 
in a sound and substantial way in this 
new undertaking. There is no question 
that these courses have been of real 
value to the agents, their companies and 
to the institution of life insurance in gen 
eral, but for the new men in the basi 
ness, I am of the opinion that thes 
courses, in general, are apt to be % 
complete and so intensive that they g 
a little too fast for them. 


Most Agents Must Get 
Income Immediately 


“We must bear in mind that in the 
majority of cases the new man coms 
into the life insurance business is faced 
with the definite economic necessity 
starting to earn at least a living 
come out of the business within a com 
paratively short time after entering 
This necessity is not at all imaginery! 
these cases; it is a definite, serious prob- 
lem with the new man. 

“Many of the men_ taking these 
courses today are not getting the full 
benefit from them because they are 0 
fronted with the pressing problem of 
procuring an income to meet their cur 
rent expenses. ; 

“Is it not true that what this class 
of men needs upon entering the Dus 

(CONTINUED ON PAGE =) 
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HOME OF THE ILLINOIS LIFE 








A Symbol of Protection 


By day and by night this beautiful building presents 
its sturdy form to the passer-by, ever a reminder of 
the strength and endurance of the Illinois Life. {We 
feel that this edifice is worthy to represent our thou- 
sands of policyholders, millions of assets, and mil- 
lions of insurance in force. To us it is a symbol of 
protection. {We admit we arc proud of our Home 
Office. Even as we are proud of our Home Office and 
field organizations, whose slogan is ‘‘Each for all and 
all for each.”’ 


Illinois Life Insurance Company 


Illinois Life Building Chicago 1212 Lake Shore Drive 


Raymond W. Stevens, President 
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Arn 


old Is Afraid of Common Stocks 


Elaborate Survey of Possibilities in This Investment Market 
Leads Company President to Urge Caution in Placing Funds 


One of the truly valuable contribu- 
tions at the American Life Convention 
meeting was the address Thursday of 
H. B. Arnold, president of the Midland 
Mutual Life, Colufnbus, O., and former 
president of the A. L. C., on “The In- 
vestment of Policyholders’ Legal Re- 
serve Funds.” 

In this dissertation Mr. Arnold went 
deeply into the question of stock invest- 
ment, particularly pointing out the his- 
tory of fire insurance companies in this 
field, but emphasizing that courts have 
drawn a sharp distinction between life 
insurance and fire insurance legal re- 
serves. Mr. Arnold said that values of 
stocks may fall, but they will ultimately 
recover. Yet, he said, the question al- 
ways would be when was the time to 
buy stocks and when the time to sell. 
His remarks in part are appended: 


Life Insurance Masses’ 
Interests More Important 


“The Hoover committee of economic 
experts estimates that our national 
group of stockholders has _ increased 
from 2,000,000 to 17,000,000 since the 
world war. These stockholdings are less 
important than are the interests of the 
68,000,000 people in 20,000,000 thomes, 
for whose protection the life insurance 
companies hold $17,000,000,000 to guar- 
antee the payment of $100,000,000,000 
policy liabilities—much less important 
both sociologically and economically. 

“Stockholders have the opportunity 
and purpose of protecting their inter- 
ests in sales as well as in purchases— 
policyholders and their beneficiaries do 
not. Barring lamentable lapsation and 





surrender of policies, policyholders’ 
funds remain with the companies for 
investment and distribution. 


Public Places an Almost 
“Blind” Faith in Protection 


“Aside from government there is no 
human institution in which people ex- 
hibit more confidence than in life insur- 
ance, as we see exemplified in everyday 
experience. This confidence may be 
termed a ‘blind’ faith, for while it is 
known that the business thas been con- 
ducted without loss to policyholders and 
that there is governmental supervision 
and statutory control for their protec- 
tion, the average policyholder is not 
logical in taking life insurance. 

“Theoretically confidence in life insur- 
ance should be based on the legal re- 
serves, and in a particular company on 
efficient management, but the public 
faith is rather an impression than a 
judgment based on analysis and knowl- 
edge, and in creating this impression the 
Armstrong committee investigation and 
report, and the reforms resulting there- 
from, have had no small part. 


Safety Is Paramount 
in Managing Business 


“In the fundamental concepts of the 
business, safety is the vital factor. 
There may be a speculative factor in 
every business action or judgment, but 
there should be no positive element of 
speculation in the investment of legal 
reserve funds. The assets should be of 
as stable values, and should be as little 
subject to fluctuation and loss, as possi- 
ble. The same dollars must come out of 








the reserves as are deposited in them, | 


and reserve investments whose values 
may be violently disturbed by market 
fluctuations, or the values of which are 
measured by the ups and downs of 
the dollar’s purchasing power, might 
jeopardize the business. 

“Policyholders pay premiums in dol- 
lars, reserve investments and interest 
income should be on the dollar basis, 
and payments on policies are made in 
dollars. These should be standard dol- 
lars—not dollars measured by purchas- 
ing power. 


Courts to Contrary, the 
Relation Is Like Trust 


“Coums have properly held that the 
general relationship of the company to 
the policyholder is not of a trust char- 
acter. Nevertheless in the investment of 
reserve funds managers should be held 
to the same degree of care and good 
faith as is required of trustees. Good 
faith and reasonable care is the mini- 
mum permitted for a trustee in the in- 
vestment of the funds of his cestui que 
trust, and would be measured by condi- 
tions. 

“Inasmuch as common stocks are sub- 
ject to the priorities of mortgages, debts, 
preferred stocks and other preferential 
obligations, and as the net yield from 
stocks is not in many instances sufficient 
to cover reserve interest requirements, 
some conservative executives feel that 
no part of policyholders’ reserve funds 
should be invested in stocks, and that 
statutory enactments authorizing stock 
investments should be limited to re- 
stricted percentages of the capitals and 








surpluses of the companies, above re. 
serves and other liabilities, thus confip. 
ing the investment of policyholders 
reserves to interest bearing securities, 

“The restrictions proposed might 
minimize objections to stock invest. 
ments, but the difficulties attendant upon 
using market values in the annual state. 
ments would remain in degree as the 
investment is speculative. The necessity 
for skill and conservatism increases with 
the investment hazard. 

“Investments in common stocks, while 
causing the greatest discussion, also 
present the most difficult problems, 
Competition between the companies js 
keen. It is our desire to secure the best 
results for policyholders consistent with 
safety, but if companies could show 
large investment profits from common 
stocks, they naturally would claim an 
advantage which they would exploit, 
In the long run the companies which 
show the best results from conservative 
and economical management will be the 
ones to survive all storms. 


Industrials Have Better 
Chance to Remain Stable 


“In a preliminary survey it is not 
essential to consider every advantage 
claimed for stock investments. Distine- 
tions in characteristics and degree may 
be drawn between the so-called ‘indus- 
trial’ common stocks and other stocks 
There is today a somewhat different 
attitude shown by the investing public 
toward such investments. 

“There are factors which apparently 
assure greater stability in values and 

(CONTINUED ON PAGE 26) 








Quality 


Contracts 
Representatives 
Home Office Cooperation 


The Guaranty Life possesses each of 
the above qualities in a high measure. The 
friendly spirit of cooperation and helpful- 
ness that exists throughout the organiza- 
tion is thoroughly appreciated and has 
often been a matter for comment. 


Should any life underwriter be look- 
ing for a sound connection in a company 
that permits a man to retain his individ- 
uality it will pay him to investigate the 


Guaranty Life. 


Home Office 


Write to 


Guaranty Life Insurance Co. 


Davenport, Iowa 
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Operates Well 
on Nonmedical 





Mead Gives Successful Results of 
Writing Without Medical 
Examination. 





BETTER THAN EXAMINED 


Lincoln National Vice-President Re- 
views Experience for Benefit of 
His A.L.C. Associates 


Nonmedical life insurance has lost its 
novelty, nevertheless the contribution of 
Franklin B. Mead, vice-president of the 
Lincoln National of Fort Wayne, Ind., 
on the subject: “Four Years’ Experi- 
ence With Insurance Without Examina- 
tion” was of great benefit to A.L.C. 


members. 

Mr. Mead’s paper contained a great 
mass of valuable data of the Lincoln 
National's experience under various 
classifications showing that the number 
of actual to expected deaths under the 
American Men table was much better 
than on examined business. In fact, 
in an investigation of unexamined risks 
on issues of 1925-1927 to anniversaries 
in 1928, involving $47,794,400 of non- 
medical, an extremely favorable mortal- 
ity was discovered. 


Found Examinations 
Were Not Infallible 


Mr. Mead said at first it was thought 
nevertheless it would be higher than 
the company’s average for policies of 
this size, but after a tabulation of mor- 
tality on examined business it was found 
to the company’s surprise that the mor- 
tality was 15 points higher than on unex- 
amined. Mr. Mead’s address in part is 
appended 

“The Lincoln National began with a 
limit of $3,000 on 20-year endowment 
and more expensive plans and $2,500 on 
plans less expensive than 20-year endow- 
ment, including term plans. Later the 
limit of $3,000 was established on all 
plans. There is no intention of increasing 
the limit beyond $3,000 for the reason 
that the company desires to have its ex- 
aminers have sufficient to do to keep 
them interested. 


Changed Selection 
Plan After Analysis 


_“As a result of the preliminary analy- 
sis covering the first four months we 
adjusted our methods of selection by 
requiring examination in a wider range 
of cases with the result that we held for 
examination 9.8 percent of the cases as 


compared with 3.1 percent during the 
first jour months. It is worthy of note 
iM passing that quite a proportion of the 
additional cases held for examination 
were connection with those applying 
lor income disability where we felt the 
addit il information would be useful 
in eliminating lives undesirable for in- 
come disability. 

_ dhis readjustment has apparently 
been highly successful for we are now 
accepting 89.2 percent standard, 85.4 


Percent without examination and 3.8 
after examination, as compared 
5.3 percent under the old plan 
xamination. Furthermore, the 
ience based upon the results of 
two tables has been confirmed by 
ily favorable mortality experi- 
ring this period. 

Pr ispection of tables A, B and C 
“ows that fully 80 percent of the cases 
jected and modified are done so 
‘rough the applicant’s own statements 
and that half of the remaining cases are 
(‘CONTINUED ON PAGE 25) 














Tim is zest to the work 


of Lincoln National Life Agents because there are so 


many opportunities to win laurels—For Example - - - 


The Consecu- 
tive Weekly 
Production Club 


Forty men have rec- 
ords of more than 
100 weeks of steady 
production. O. F.Gil- 
liom, above, has more 
than 788 weeks. 


Emancipators 


The senior production 
club is like wise 
named for the Great 
Emancipator. The 
veteran E. M. Bennes 
is typical of men who 
qualify annually for 
it. 

















Circuit Riders 


Between the Emanci- 
pators and Railsplit- 
ters in volume are 
the Circuit Riders. L. 
S. Wood, above, is 
representative of 
this large group. 


The Minute- 
Men 


They write $100,000 
or more during the 
last four months of 
the year. Fifty-nine 
qualified last year. W. 
B. Salisbury, above, 
was Minute-Men 
President. 





Quebec 


In addition to its an- 
nual education con- 
ferences, a great 
convention is held less 
frequently. . 
Lay is one who has 
already qualified for 
himself and wife for 


the Quebec jaunt. 





Shepard Month 


During October LNL 
men honor “Shep” as 
they call Vice-Presi- 
rent Walter T. Shep- 
ard. Last year L. E. 
Leedom, above was a 
leader in the tribute. 





Honor Roll 


Several hundred LNL 
men increase their 
production ten per- 
cent or more each 
year and thus quali- 
fy for the onor 
Roll. A. I. Ostrov, 
above is a regular 





Women 


Leaders 
The competition for 
laces among the ten 

ing women agents 
ef the Company is 
strong. Mrs. Z. Z. 
Brown, C. L. U., is 
usually at or near the 
top of this list. 





Most Valuable 
Producer 


Every year the name 
of an agent adjudged 
most valuable is en- 
graved in the Indiana 
limestone walls of the 
LNL building. T. I. 
Ramer was so hon- 
ored last year. 


Hall Month 


May, the birthmonth 
of President Arthur 
F. Hall, is the time 
of a great “tribute in 
applications” to him. 
G. F. Lofthouse, 
above, won the Hall 
Cup this year. 





Helping Hand 


This club includes 
agents who bring a 
new man into their 
fellowship. H. E. 
Campbell is a mem- 
ber of the Inner Cir- 
cle of this splendid 
club. 





Big Producers 


Producers of large 
polices and  iarge 
numbers of policies 
are regularly honored 
in monthly lists. C. 
B. Rittenberry fre- 
quently is in the 
spotlight. 


For information as to Agency openings write 





Rail Splitters 


The junior production 
club takes its name 
from the early ac- 
tivity of Abraham 
Lincoln. Henry Bean 
is representative of 
its stalwart mem- 
bers. 





Conservation 


The battle against 
lapsation wages hot 
among LNL agents. 
Year after year J. 
Wade Bailey is at 
or near the top of the 
conservation list. 





Salary Savings 
System 

J. S. Touchstone is 
the leader among the 
SSS stars of the LNL 
agency organization, 
and specializes in big 
corporation cases. 


The Lincoln National Life Insurance Company, Fort Wayne, Indiana 
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Large Attendance Marks 
First Convention Session 


the program committee. Mr. Laird read 
the message and at its conclusion the 
members spontaneously arose in tribute. 
The American Life Convention has had 
fac-simile copies of the letter made for 
distribution. 

Commissioner Ray Yenter of Iowa, 





There was a large attendance at the 
first session of the American Life Con- 


vention Wednesday morning when 
Clarence L. Ayres, president of the 
American Life, called the meeting to 


order and introduced Insurance Super- 
intendent Charles §. Younger of Ohio 
to give the address of welcome. The 
numerous welcome addresses from va- 
rious people were eliminated this year, 
Judge Younger representing all hands. 
He said that there is in force in Ohio 
$6,500,000,000 legal reserve life insur- 
ance in Ohio. There are 135 legal re- 
serve companies licensed in the state. 
He said no other business has had 
greater scrutiny or more careful super- 
vision, He emphasized the mutual 
character of the insurance fund. A life 
company, he said, is the trustee for a 
savings fund. 


Ayres Touched on Some 
Insurance Problems 


J. B. Reynolds, president of the Kan- 
sas City Life and first president of the 


chairman of executive committee of the 
National Convention of Insurance Com- 
missioners, was introduced and spoke 
briefly. 


Organizations Represented 
At the Convention 


The Association of Life Insurance 
Presidents, as usual, sent a special com- 
mittee of members as fraternal dele- 
gates. They were Jesse R. Clark, pres- 
ident Union Central Life, Vice-Presi- 
dent and General Counsel John Barker, 
Berkshire Life, and Assistant Secretary 
A. E. Tuck, Equitable Life of New 
York. Mr. Clark, as the spokesman, 
said that there is a spirit of friendliness 
in the life insurance field. The two or- 
ganizations, he declared, had accom- 
plished much for their members and the 
business in general, along legislative, 
statistical and educational lines. 

Roger B. Hull, manager and general 
counsel of the National Association of 
Life Underwriters, spoke for his organi- 
zation. T. F. Cunneen, manager of the 
insurance department of the United 


American Life Convention, was called 
to the chair by President Ayres to pre- 
side while the latter gave his address. 
Mr. Reynolds was referred to as the 
“dean of our convention” by Mr. Ayres. 
President Ayres in his address touched 
on some of the vital subjects in life in- 
surance today, showing a comprehensive 
grasp of the current problems. He 
spoke of disability insurance, stock ma- 
nipulations, taxation and so on. He said 
he hoped that stock jobbers who buy 
and sell companies solely for profit will 
not become factors in life insurance. 
Mr. Ayres in referring to investments 
declared it is an inopportune time to ex- 
tend the scope of investments very far. 
In speaking of the federal tax, he as- 
serted that no class of companies should 
have special advantage. 

A pleasing and unusual feature of the 
first session was the reading of a life 
insurance message from ex-President 
Calvin Coolidge, written for the conven- 
tion and addressed to John M. Laird of 
the Connecticut General, chairman of 














ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 








Has $145,000,000.00 Insurance in 
Force. 


It has paid to policyholders over 
$28,000,000.00. 


It is constructive and conserva- 
tive. 


Tt has an attractive and complete 
line of fast selling policies. 





It is fair and considerate with its 
agents. 


Its steady progress and aggres- 
sive methods -have been con- 
stantly attracting the best type 
of insurance men. 











Royal Union Life Building 
Cor. Seventh and Grand Ave., 7 
Des Moines, Iowa ] 


ROYAL UNION LIFE 
INSURANCE COMPANY 


A. C. TUCKER, President 


DES MOINES, IOWA 

















Gives Welcome 











— 





S. YOUNGER, Columbus, 0. 


Superintendent of Insurance C. §. 
Younger of the Ohio department gave 
the address of welcome officially for the 
state at the Cincinnati gathering this 
week. 


JUDGE 


c. 








States Chamber of Commerce, brought 
greetings and called attention to the 
work his department is doing in grad- 


ing health conservation efficiency in va- 


rious communities. He said that the 
bulletin that the department got out 
concerning life insurance twisting was 


in great demand, there having been 400- 
000 copies printed. 

Secretary Claris Adams gave his re 
port reviewing the work of the year 
and evidencing some splendid accon 
plishments. 

Judge Byron K. Elliott, Mr. Adams 
successor, was introduced and said that 
while the achievements of the past are 
notable, the opportunities of the futur 
are greater. W. P. Coler, the new sec 
retary and actuary, was also presented 
He said that in his opinion, the Amer 
ican Life Convention has done much to 
develop the personnel of the business 
President Hoover recently stated that 
the life insurance companies should 
work out a practical personal pensio 
service and thus relieve the government 


from entering this field. Mr. Coler de- 
clared that he is in sympathy wit! 
President Hoover’s suggestion ane 
hoped that something of this natur 
could be done. 
Walter W. Head Was 

Prominent Speaker 

At the afternoon session Wednesday. 


Walter W. Head, president of the Stat 
Bank of Chicago and former president 
of the American Bankers’ Association, 
was the chief attraction.. Mr. Head 's ; 
a director of the New York Life and 
the United States Fidelity & Guarant) 
of Baltimore. He has addressed a nun 
ber of insurance meetings. This 1s the 
second time that he has appeared < 


the American Life Conventior 
Head called attention to the n ven 
and rapid changes in the business am 
social world, stating that co heads 
are required to keep the stream in 
proper channel. . 
Following Mr. Head’s talk, t've home 
office management ——— aves 
with Chairman Roy M. Jones of Us 
Atlantic Life A Fn Th ened 
two set papers given, one by ar on 
Philip Burnet of the Continent —_ 
ican Life and the other by Edward 


© Jon 
; he ondo: 
Reid, managing director of the Londe 





Life of London, Can. 
slied cre 
Mrs. Mary Fletcher, assista a of 
tary of the Insurance Fede nl 


America, represented her orga! 
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Registers rs Plea 
for Liberation 


Albritton Believes Agency De- 
partment Executive Should 
Be Given Latitude 


ILLUSTRATES WITH BEES 


Sales Officer Contributes Practical Ex- 
position of Subject in Interesting Dis- 
cussion on Production Problems 


Plea for freedom of thought and 
action in home office agency depart- 
ments was registered with the Ameri- 
an Life Convention at the Cincinnati 
meeting by E. §S. Albritton, vice-presi- 


lent and manager of agencies of the 


Southern States Life, Atlanta. He made 
the statement in discussion Thursday on 
the subject “The Home Office and Its 
\gency Department,” that the agency 


jepartment is the heart of the company, 
from it all other departments 
their sustenance. 
Albritton declared that this de- 
should have a strongly cen- 
control, preferably in a chief 
with free and independent 
agency matters and in addition 
have a competent assistant and 
an auditor to take care of the next most 
important functions in a department. 
He said in part: 


vecause 
receive 
Mr. 
partment 
tralized 
executive 
hand in 
should 


Selling Life Insurance 
Like Running Apiary 


“Recently I stopped at a farm house 
to buy some honey. I saw the bees at 
work. They seemed to be busy and to 
constitute an energetic successful organ- 
ization. I said to the farmet, ‘You are 
certainly engaged in a “sweet” business.’ 
He responded, ‘Not exactly. Frequently 


| have to clean the hives of the drones 
and the dead ones, and ever so often I 
get badly stung.’ 

“It seemed to me this farmer had 
many phases of experience to make him 
an agency manager for some life insur- 
ince company. I expect there are times 


we all feel that we are engaged in a 


sweet’ business, with the home office as 
the hive and the agents as the bees, 
md we expect to receive plenty of 
‘honey. How unpleasant it is when 
we must pause and get rid of the drones 
and dead ones. How discomforting it 
‘is when we get badly stung. 


Needs Strong Centralized 
Control by Skilled Man 


“I believe in a strong centralized con- 
trol of a life insurance company’s agency 
department. The authority should be 
vested in a chief agency executive, much 
as the authority of the hive belongs to 
the queen bee. This agency executive 
should know his business. While actual 
held experience in personal solicitation 
and organization work may not be 
absolutely essential, this experience is 
certainly a valuable asset. 


‘T believe that this executive should 
have a 


iree and independent hand in 
— matters. As long as he is suc- 
ceedin 


&, supervision by higher company 


oficials should be in the nature of ad- 
vice and counsel. His efforts should be 
uitrammeled, and he should be judged 
his a. one standard—success. Should 


ilts not warrant the come7ny in 
retaining him, in justice to the man and 
(CONTINUED ON PAGE 24) 








Armstrong Urges Attitude 
of Kindly Encouragement 





There is theoretically no limit to the output of policies by American life in- 
surance companies, therefore one of the most important problems of today is the 
perfecting of their distribution, H. H. Armstrong, vice-president of the Travelers, 
told A.L.C. members at Cincinnati. Mr. Armstrong emphasized his point by 
quoting the old saying that an army can move only as fast as its artillery. The 
curse of agency department expenditures is chargeable to agency turnover, he said. 
Mr. Armstrong’s address, opening the discussion Thursday morning on the sub- 


ject, was “The Home Office and Its Agency Department.” 


He was followed by 


E. S& Albritton, vice-president and manager of agencies of the Southern States 
Life, and James A. McVoy, president of the Central States Life, whose valuable 


papers are reproduced in part elsewhere j 


in this issue. Mr. Armstrong’s address 
in part is presented below: 

“The home office agency department 
represents that phase of a life insur- 
ance company’s operations which we 
proudly estimate as the foundation on 
which all successful companies have 
been built. The insurance business 
means selling insurance. That is the 
purpose for which our various com- 
panies have been organized. 

“Insurance is sold by agents. Every 
attempt that has been made up to the 
present time to distribute insurance 
without agents has been a failure. Many 
experiments have been tried through 
advertising and circularizing but the 
outcome has always been the same. Men 


in large numbers will not voluntarily 
apply for life insurance, however at- | 
tractive the proposal, without the per- 
suasive influence of the personal sales 
appeal. And applicants would be re- 
garded with suspicion if they did so 
apply. 


Says “No Agents,” Then 

Assuredly No Business 

“Therefore, ‘No agency department, 
no agents; no agents, no business; no 
business, no company.’ This is a plain 
statement of fact. It is not intended to 
depreciate the importance of the other 
departments. Nor is it a revival of the 
old question of which was first—the 
hen or the egg. 

“These other departments are estab- 
lished for the purpose of taking proper 
and expert care of the business pro- 
duced by the agency department, and 








without their wholehearted cooperation 
the agency department in turn would be 
helpless and could not be maintained. 
Thus there is a dependency among all 
the departments of a life insurance com- 
pany which has to be recognized and 
carefully observed for the smooth and 
successful operation of the company as 
a whole. 


Advises Against Building 
“Wall” Around Department 


“There is, perhaps, too great a ten- 
dency to think of the field forces and 
the home office, or the home office 
agency department and the other home 
office departments separated by a 
wide and unpassable gulf. If I may pre- 
sume to offer advice, it is this: Build 
no stone wall around your agency de- 
partment, or rather let no stone wall 
keep your agency department isolated 
from the other departments of the 
company’s affairs. 

“Encourage all other departments at 
the home office to be interested in 
agency work, and see to it that every 
company representative, regardless of 
his duties, who visits the field is suf- 
ficiently grounded in a knowledge of 
agency plans and ambitions to be able 
to listen and reply intelligently to the 
comments of the field men with whom 


as 


he comes in contact. 

“Personality is still the greatest fac- 
tor in our business, and every contact 
between home office and field when- 


ever and wherever it may come should 
promote good will and company senti- 
(CONTINUED ON PAGE 23) 





Agency Section Officers 








WALTER E. WEBB, Chicago 
Vice-President National Life, U. 8. A. 
Chairman Agency Section 











H. H. ARMSTRONG, Hartford 
Vice-President Travelers 
Secretary Agency Section 
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Soothe Agents, 
Is McVoy Plea 


Close Contact of All Departments 
Is Key to Successful 
Management 


PRESIDENT GIVES OPINION 


Central States Head Gives Wise Coun- 
sel to A. L. C. Members in Agency 
Discussion 


The power to destroy goes hand in 
hand with the power to build, and per- 
haps they may be combined in one per- 
sonality, James A. McVoy, president of 


the Central States Life of St. Louis 
stressed in his contribution to the dis- 
cussion in the Agency Section Thurs- 


day on the subject of relations between 
the home office and the agency depart- 
ment. 

For this reason, he said, the success- 
ful company has the careful conservator 
and the ambitious and daring accumu- 
lator, rarely combined in the same per- 
son. Mr. McVoy’s discussion of the 
subject, although short, was crammed 
full with wise counsel. In part it is re- 
produced below: 


Companies Fulfill 
Mission Through Agents 


“In considering the relations of the 
home office to its agency department one 
is tempted to say this department is the 
most important section of the home 
office organization. Through the agen- 
cies comes the flow of new business 
without which it is impossible for a life 
insurance company to prosper and ful- 
fill its mission in serving the public. 

“The agency department touches in 
vital measure all the other departments 
of the home office, particularly the in- 
vestment, actuarial and medical depart- 
ments. 

“In a discussion of the relations of 
the agency department with the invest- 
ment of funds we must keep in mind 
that many companies divorce completely 
the operations of the agency and invest- 
ment departments, while some compa- 
nies, I understand, permit class ‘A’ 
agents to submit applications for mort- 
gage loans. 


Believes Funds Should 
Be Used in Development 


“It seems to me it is a good practice 
for a life company to use its funds in 
developing business, provided such loans 
conform to the requirements of the 
company generally applied to other in- 
vestments. The danger is such a policy 
may result in the demoralization of the 
agency force, who are likely to become 
more interested in placing loans and se- 
curing life insurance in that manner 
rather than in the harder method of 
writing business on its merits. 

“Something can be said for both 
points of view. Nevertheless it seems 
to me some middle course can be 
adopted to advantage. If this is ac- 
complished the investment department 
may then operate in harmony with the 
agency department in developing the 
business of the company. 

“The actuarial and medical depart- 
ments in underwriting, rating and issu- 
ing business are necessarily brought in 
close contact with the agency depart- 
ment. This is the nerve center of the 

(CONTINUED ON PAGE 22) 
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neompany force ratio | Of fice Management 
Tabulates Disability Experience }\is.2ss. 3: | Section Discusses 
of 65 American Life Companies ||| iiss 1 “| Accounting Plan; 
Cont. hom... lit 08 
Secur, Mut... 108 “19 OFFICERS ELECTED 


Dr. Harry W. Dingman, vice-president and medical director of the Continental | Calif. State... 100 


Assurance of Chicago, gave a masterly address on the disability provision in life 
insurance at the A. L. C. meeting, referring to the appended tabulation of 1928; 


Midland Mut. 100 


Totals 


premiums and claim payments of 65 United States companies, termed “Table A.” *W. P. only. 








Life Millionsin Pre- Pay- 
Company force* miums ments Ratio 
Metrop ..10,074 999 3,168,647 7 
mM. Be 3,810 


Life... , - 

8,605,833 1.95 
3,387,581 
,175,402 
2,159,935 
45,805 
2,067,955 


Prud . 
Equit., N. Y. 
Travelers 

Mut, Life ... 4, 
*N. W. Mut. 3,7 
Aetna oo 4 
Mutual Ben.. 
Penn Mutual. 





4 

4 

3 

3 

1,833 1,376,095 
John Hance... 1,817 861,482 

1 

1 

1 

1 

1 


x 
- 
= 


,519,028 
53 713,315 
,195 440,280 


Mass. Mut... 
Un. Cent..... 
Miss. State... 
New Eng..... 
Conn, Gen... 





113 479,005 1 
,046 768,955 316,610 


43,634,551 29,505,274 .68 


Prov. Mut... 582,817 17 
Bankers, Ia.. 1,017,683 .35 
Conn, Mut... 838,703 23 
Pac Mut 595,829 95 
line. Nat 297,578 30 
St. Mu., Wore 245,799 7 
Equit Iowa 456,456 5 
Nat., Ci wcee 215,683 17 
Phoenix 559,301 28 
Guardian 511,629 NS 
Reliance 424,620 2 





Southeastern.. 


| Columb'n Nat. 
& Sou. 





Intersouthern, 156 





1. 


ol couse 


te 














Millionsin Pre- Pay- 
Company force miums ments Ratio 
eeeee 473,884 151,852 .32 . Pi k 
114,152 43,597.38 Convention Pic ups 
35.07 ’ 51 
eevece 16 
84. 33 
@”% 39 | Metropolitan Life, 
aa. "34 manager of the 
Cent.. ‘39 | of the United States Chamber 
-18 | merce, mingled with 
14 e 
134 ; 
13 James A. McLain, 





Sou.... 190 -66 | agents of the Guardian 
Nat... 189 .35 

lowa.. 181 -40 

Life.. 177 


-59 | the meeting. 











esceces 163 26 * 
Mutual 162 .27 g 
Reass.. 159 25 E. Lee Trinkle, 
157 — Shenandoah Life 
65 
9,320,301 3,295,861 35 
» 
Trust. 149 115,419 32,963 29 _ A asia 
Union. 149 60,708 26,099 43 The American 
Calif. 137 98,260 30,039 “31 | has 140 members. 


James L. Madden, vice-president of the 


superintendent of 


chairman of the Insurance Day commit- 
"18 | tee for National Thrift Week, attended 


of Virginia, was very faithful in his at- 
tendance at the convention sessions. 








(Home Office Building—Oklahoma City) 


ness in the world. 





ctf Acstet A! 


This month marks the anniversary of the dis- 
covery of America by Columbus, that intrepid 
Genoese. In 1706 or 214 years after that 
searching voyage life insurance had its modest 
beginning in a small coffee shop in London. 
Today life insurance is the largest single busi- 


The Mid-Continent Life is proud that it has 
helped in this remarkable growth. Agents of 


“= 


ee 





214 years after Columbus 


MID-CONTINENT LIFE 


INSURANCE COMPANY 
Oklahoma City, Oklahoma 


purpose and enthusiasm and loyal to the com- 
pany’s principles of progress, fairness, trust 
and cooperation have forged the Mid-Conti- 
nent Life to the front in the states of Okla- 
homa, Arkansas, Texas and Louisiana. 
Through diligent work on the part of all, both 
in the field and home office, a growing insti- 
tution of everlastingness has been built. 














Chairman—H. F. Chadeayne, manag, 
administration department Miss oy; 
State Life. 

Secretary—R. C. Neuendorffer, secr:. 
tary Guardian Life. 

The home office management sect 
Wednesday evening was in charge 
Chairman Roy M. Jones, secretary 
the Atlantic Life. There was a ; 
paper read by G. W. Skilton, comptr 
ler of the Connecticut General Life, , 
“A New Accounting System Betwe, 
Home Office and Field.” He outlin 
the methods of the company. He » 
that the system has resulted in the x. 
duction of clerical help and does not ip. 
crease office cost. He suggested th 
each company make a study of its oy, 
problems rather than employ a specia. 
ist. He advised a study of home offic 
as well as field agency systems. 
feels that as few changes as _possibk 
should be made until the entire revisj 
can be put into effect. While the sys. 
tems of other companies should be stu. 
ied, no one should be copied entire! 
He feels that the company should ux 
its own system and make such improve. 
ments as it desires. 

R. C. Neuendorffer, Guardian Lif 
expressed the opinion that the futur 
growth of the business necessitate 
greater attention to accounting form: 
He believes too much attention has beer 
given to building systems around book- 
keeping machines rather than taking 
into consideration the actual require. 
ments. He said that the possible ob 
jection to the Connecticut General s- 
called “bookless bookkeening systen 
is the vast amount of paper required 
There are too many small forms. 

The great benefits he sensed in th 
Connecticut General system are: (! 
Greater accuracy in agency records; (? 
the elimination of many errors by hai 
ing accounts prepared at the home ¢: 
fice; (3) and most important, the ho: 
office control of records. 


Winners Announced in 
Golf Tournament 


QUALIFYING ROUND 

Low gross, Tarleton Brown, “Wester 
Insurance Review.” Puttin g— Firs 
George A. Boissard, National Guard 
Life; second, H. L. Walker, Life Insur- 
ance Sales Research Bureau. 

Blind bogey—First, Ted M. Simmon: 
Pan-American Life; second, L. J. Kal 
bach, Lincoln National Life. 


CONSOLATION 


Handicap—First, Ted M. Simmon: 
Pan-American Life; second, J. E. Reil 
Old Line Life. 

First flight—Winner, Daniel Boot 
Midland Life; runner-up, Irving Morg# 
Northern Life of Seattle. 

Second flight—Winner, E. V. Morr 
Travelers; runner-up, E. C. Brow 
Southwestern Life. 

Third flight—Winner, J. G. Parker, I= 
perial Life; runner-up, E. B. Raub, ! 
dianapolis Life. 

Fourth flight—Winner, W. P. Steve! 
Scranton Life; runner-up, John J. Mo! 
arty, Missouri State. 

Fifth flight—Winner, F. H. Davis, ! 
dianapolis, Haight, Davis & Haight; ru 
ner-up, Dr. H. E. Sharrer, Hamme 
Ind. 

Sixth flight—Winner, R. L. Robise’ 
Bankers Reserve; runner-up, &. 
Phelps, Volunteer State Life. 








The nominating committee for ' 
agency section consisted of E. S. Albr 
ton, Southern States Life; J. W. Car 
gan, New World Life; J. J. Moriar 
Missouri State; Ted M. Simmons, P2' 
American Life; James A. McVoy, © 
tral States Life. 
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You Cannot Apply Ox Cart Methods 
inan Airplane Age 









































“The old order changeth” 
—Tennyson 


UCCESS today requires the same courage, work and persistent application that it did fifty 
years ago. Meanwhile, the passing years have witnessed progress, less spectacular, but no less 
important, in the Life Insurance than in the transportation field. 
Thus, the foresighted field man of today realizes that, if he is to capitalize fully on his courage, 
determination and ability, he must have a company which affords: 
Practical sales training 
Complete up-to-the-minute policies 
Low guaranteed cost contracts from $1,000 minimum 
Sub-standard 
Non-medical 
Excess interest on funds left with Company 
Latest 90-day total and permanent disabjlity clause 
Combined Life, Accident and Health coverage 
Prompt, efficient service to policyholders and beneficiaries 
A Company which is large, but not too large to take a close personal interest in its individual 
field representatives. 
Such an Institution is the 


NATIONAL LIFE INSURANCE COMPANY 
OF THE UNITED STATES OF AMERICA 


ALBERT M. JOHNSON, Chairman ROBERT D. LAY, President 


$60,000,000 Assets $300.000,000 in Force 


If you wish to capitalize fully on your ability and energy 
applied to a successful life insurance career, address: 


WALTER E. WEBB, Vice-President, 
29 South LaSalle Street, 
Chicago, Illinois. 


A FINE OLD COMPANY FOR AMBITIOUS YOUNG MEN. 


Cha 
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THE FRANKLIN 
LIFE INSURANCE 
- COMPANY 


The oldest existing life insurance company 
originally chartered under the laws of Illi- 
nois. Organized in 1884 




















































Home Office—Springfield, Illinois 


Income Disability 
Double Indemnity 


Legal Reserve 

Guaranteed Low Cost 
Complete Life Line Excess Interest 
Sub-Standard Dept. Liberal Commissions 


Non-Medical Applications 
Good Territories 
Juvenile Policies $212,000,000 in Force 


A thoroughly seasoned company 
operating throughout the Mississippi 
Valley—with a long record, a line of 
policies, and territorial opportunities 
of the most advantageous character to 
the fieldman who is disposed to build 
permanently and well for himself. 











Legal Section 
Session Brief 


Meeting Reduced to One Day In- 
stead of Two as Heretofore— 
Will Return to Old Plan 


ECKERT MADE CHAIRMAN 


Effort to Change Method of Nominat- 


ing Voted Down—Strong Pro- 
gram of Addresses Given 


NEW OFFICERS ELECTED 


Chairman—Walter H. Eckert, Chicago, 
general counsel Federal Life. 

Secretary—Frank W. Wozencraft, Dal- 
lus, general counsel American Life. 


The Legal Section held forth Tuesday, 
having only a one-day meeting instead 
of two as heretofore. C. Petrus Peter- 
son of the Bankers Life of Nebraska 
presided with Walter H. Eckert, gen- 
eral counsel of the Federal Life, acting 


as secretary. Judge George Mills, who 


formerly presided over the court of ap- 
peals and is president of the Cincinnati 
Bar Association, extended the greeting. 

Claris Adams, secretary and general 


counsel, expressed his appreciation of 


the cooperation of the members during 
his tenure of office and on his retire- 


ment, to become executive vice-president 
of the American Life of Detroit, intro- 


duced Judge Byron K. Elliott, who be- 


comes manager and general counsel of 
the American Life Convention, and W. 


P. Coler, who becomes actuary and sec- 
retary. Mr. Coler is now actuary of the 


Maccabbees and did an outstanding piece 
of work in changing it to a legal reserve 


basis so far as its premiums are con- 


cerned. 
Discussion Over the 


Nominating Committee 
There were some pyrotechnics at the 


first session when A. D. Christian of the 
Atlantic Life inaugurated a movement 
to have the nominating committee 
chosen from the floor instead of being 
appointed by the chairman as heretofore. 
There had been some complaint that a 
small coterie controlled the section and 
made the management a sort of self- 





perpetuating body. Dan W. Simms of 
the Lafayette Life supported the action, 
saying that there should be complete 
democracy exemplified in the section, 
Mr. Christian in his motion stipulate) 
that as heretofore the secretary should 
be advanced to the chairmanship. E. ¥ 
Grossman of the Central States Life said 
that he did not believe there was any 
need for changing the oustom and oj. 
fered a substitute motion that the chair 
appoint the nominating committee as 
usual. This was carried by a vote of 
26 to 16. 


Knitting the Past 
With the Present 


Chairman Peterson in his introductory 
remarks declared that it was the fune- 
tion of the lawyer to knit the present 
to the past. In this day of rapid change 
he declared the brakes should be applied 
by the legal profession and yet proper 
progress should be encouraged. He 
urged that a statesman-like attitude be 
always assumed. In speaking of the 
great sacrifices and loss involved by the 
war, he said that by far the greatest 
loss was the destruction of faith on the 
part of the people in human institutions, 
Life insurance fortunately escaped this 
tragedy. Mr. Peterson asserted that life 
insurance admirably fits in with changed 
conditions. He characterized it as col- 
lective individualism. In its scheme the 
individual is emphasized but as a col- 
lective body in life insurance the man is 
given an opportunity to solve his prob- 
lems in cooperation with his fellows. 
Mr. Peterson said that the attorneys 
should always point out the normal path 
to be pursued that leads into tomorrow. 


Attitude of the Travelers 
On Disability Clause 


General Counsel Claris Adams of the 
American Life Convention gave a com- 
prehensive review of recent. life insur- 
ance decisions. General Counsel J. W. 
Kinsinger of the Midwest Life of Lin- 
coln, Neb., gave a “Judicial Interpreta- 
tion of Total and Permanent Disability 
Clauses and the Proposed Standard 
Divisions.” William BroSmith,  vice- 
president of the Travelers, in discussing 
Mr. Kinsinger’s paper said that his com- 
pany agreed with the report that was 
adopted by the Insurance Commission- 
ers Convention with a few exceptions. 
The Travelers does not believe that 
supervisory rulings are effective beyond 
the confines of their own states. A com- 
missioner may control his own com- 
panies and the operations of all in his 
state but he fails when it comes to out- 
side territory. Mr. BroSm -h said that 
his company believes that standard pro- 
visions should be enforced by statute. 

Next the Travelers feels the necessity 








Legal Section Chiefs 


























WALTER H. ECKERT, Chicago 
General Counsel Federal Life 
New Chairman Legal Section 

































C. PETRUS PETERSON, Lincoln, Neb. 
Bankers Life of Nebraska 
Retiring Chairman 
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for an obligatory prorate clause. He de- 
clared very emphatically that he has no 
patience with company officials who say 
that the disability clause has no license 
to be connected up with life insurance. 
He said that the Travelers believes in 
the value of disability insurance directly 
connected with life policies. It is a use- 
ful aid of life insurance. He said that 
the people should not be deprived of it. 
Mr. BroSmith asserted there should be 
ample reserves for both reported and 
unreported claims. In order to secure 
these adequate reserves there must be 
standard provisions. Mr. BroSmith said 
that the monthly benefit from disability 
insurance is indemnity from loss of earn- 
ings and not an annuity. The companies, 
he said, should be protected from over- 
insurance. Frequently a man may not 
be over-insured from a disability stand- 
point when he takes out his policy and 
yet later in life his earnings may de- 
crease and he may be over-insured. The 
prorating clause, he declared, is used in 
many forms of insurance. 


Mayor Murray Seasongood 
Addresses Attorneys 


At the noon luncheon, Mayor Murray 
Seasongood gave an address of vital im- 
portance showing modern trends in 
municipal government. He expressed 
the hope that the lawyers and courts 
would not unduly circumscribe or handi- 
cap municipal authorities who are well- 
intentioned and sincere in their efforts 
to keep apace with progress and render 
the highest service to the people. Mayor 
Seasongood impressed all as one of the 
outstanding students of municipal gov- 
ernment. Cincinnati is to be regarded 
as one of the best governed cities in the 
country. 

Following the paper of Shepard Bryan 
of the Southern States Life on “Ethics 
of Cancellation,” Attorney E. R. Sloan 
of the Bank Savings Life said that the 
incontestable clause injects a new prin- 
ciple into the law of contract. There is 
a prejudice against the removal of cases 
from the state to the federal courts. 
Some states penalize the companies for 
taking such action but statutes of this 
character have been held unconstitu- 
tional. Mr. Sloan said that the prejudice 
is more acute among small policyhold- 
ers, although he feels that they are well 
protected. 


Companies Justified 
in Removing Cases 


_ He declared that companies are justi- 
fed in going to the federal courts. The 
question of fraud in the inception of in- 
surance contracts causes much diversity 
of opinion among the state courts. It is 
impossible to reconcile the answers of 
some of the state courts to vital ques- 
tions that are raised in insurance con- 
tracts. 

Following the reading of a paper by 
Frank W. Wozencraft of Dallas, general 
counsel! of the American Life, on dis- 
appearance cases, A. D. Christian of 
Richmond, Va., stated that in cases of 
this kind where there was a reappear- 
ance of the assured and the judgment 
Was not final, a company should have 
no trouble in getting rid of paying the 
claim. If the company had paid the 
claim and there had been no fraud, he 
said that it would be difficult to recover 
if the transaction had been closed before 
the legal seven years were up. It would 
simply mean that a company had made 
a bad guess. If a company had paid 
after the seven years, having been com- 
pelled to do so by the statute, the pos- 


ay of recovery would be far more 
ike y. 


Desire to Return to 
the Former Custom 


The closing paper was read by Julius 
C mith, general counsel of the Jeffer- 
Son Standard Life, on “The Effect of 
Failure to Give Notice of Disability Due 
to Total Incapacity to Act in the Mat- 


The members of the Legal Section 
lot able to have their round table 

n, Owing to the fact that there 
was but a one-day session and there was 
Meient time for the regular pro- 








Convention Plans 
Offer Chief Topic 
of Agency Section 


NEW OFFICERS ELECTED 


Chairman—Walter E. Webb, 
president National Life U. S. A. 

Secretary—H. H. Armstrong, Trav- 
elers. 


vice- 


Owing to the absence of Walter T. 
O’Donohue, vice-president and agency 
manager of the Jefferson Standard Life, 
who was detained at home on account 
of illness, Walter E. Webb, the secre- 
tary, presided at the agency section 
meeting Wednesday evening. There 
were no set papers, the discussion cen- 
tering about the employment of a gen- 
eral agency convention for all agents 
that qualify once a year, regional con- 
ventions and educational and training 
schools. Some felt that the big conven- 
tions have grown top-heavy and are 
very expensive, especially where agents 
have to be brought from a long distance 
and high-priced trips are taken. 

H. Armstrong of the Travelers 
stated that strong company sentiment 
is stimulated by the big convention. 
Those that participated in the discus- 
sidhs aside from Mr. Armstrong, tell- 
ing the plans of their companies, were 
W. W. Jaeger, Bankers Life of Iowa; 
A. L. Dern, Lincoln National; Ted M. 
Simmons, Pan-American Life; J. A. 
McVoy, Central States Life; R. E. Irish, 
Central Life of Chicago; W. C. Ellis, 
Southeastern Life; W. T. Grant, Busi- 
ness Men's Assurance; J. A. McLain, 
Guardian Life. 

Claris Adams, secretary of the Amer- 


ican Life Convention, explained the 
card system used for agency impair- 
ments. President C. L. Ayres of the 


convention, who introduced the resolu- 
tion that created the agency section, 
brought greetings and said that un- 
doubtedly this department is of great 
use to the members. 

H. L. Walker of the Life Insurance 
Sales Research Bureau gave a talk on 
the use of pictures and films in educat- 
ing men in agency work.. The bureau 
has outlined 26 films along this line. 


Elaborate Program 
Arranged for Ladies 





The local entertainment committee 
provided an elaborate program for the 
ladies. There was a drive through the 
city on Tuesday afternoon, and a stop 
was made at the Rookwood pottery and 
the art museum. While the men were 
at the stag dinner at the Cincinnati 
Country Club, the women were given a 
dinner at the Hotel Sinton and after- 
wards were taken to a theater party. 
There was a bridge luncheon Wednes- 
day at the Cincinnati Country Club, and 
in the evening the women were taken to 
hear the Stuart Walker company play 
“Peter Ibbetson.” Manager John L. 
Horgan of the Sinton tendered the 
ladies a luncheon at the hotel Thursday. 
In the afternoon they were taken on a 
drive through Burnet woods. They 
stopped a half hour at the zoological 
gardens and had tea at the Cincinnati 
Woman’s Club. In the evening was the 
dinner dance for all the convention 
party, which was an elaborate and bril- 
liant affair. 


Registration Was Large 


The total number registered ran close 
the 450, which was a record number in 
convention history. 








gram. It was voted therefore to re- 
quest the new officers to ask the execu- 
tive committee of the American Life 
Convention to allow the Legal Section 
to return to its old custom of meeting 
both Monday and Tuesday of conven- 
tion week. 
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Only those who play the game and love the exhilara- 
tion of the glorious outdoors can appreciate the joy of a 
round of golf over a course that possesses all the natural 
scenic charms of that at Biloxi, Mississippi. And to cap 
it all, the wonderful tang of the brisk sea air alone will 
chop six strokes off your game! 


For it is at Biloxi that members of the American 
Central Field Club will spend their well-earned vaca- 


tions in January, 1930. It will be a reward for another 
year of exceptional production, coupled with unusual 
renewal of business already written—two fundamental 
requirements that, combined, measure the intrinsic value 
of the underwriter’s service to Company, client, and self. 


CEDERNS 


Just one of the many reasons why American Central 
representatives are happy and successful. 


ESTABLISHED 1899 
AMERICAN 


No. 8 of a Series 
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| Take Up Many Vital Subjects Thursday 


The meeting Thursday morning was 
given over to the Agency Section. In 
the absence of Chairman W. T. O’Don- 
ohue, who was detained at home on ac- 
count of illness, President Ayres turned 
the meeting over to Walter E.. Webb, 
vice-president of the National Life U. 
S. A., secretary of the section, who had 
just been elected’ chairman. 

H. H. Armstrong, vice- -president of 
the Travelers, opened the session with 
an address on “The Home Office and 
Its Agency Department,” linking up the 
various activities at headquarters with 
the agency work. Further presentation 
of the same theme was made by E. S. 
Albritton, vice-president of the South- 
ern States Life, and James A. McVoy, 
president Central States Life. 


Grant Believes in 
Whole Time Agents 


W. W. Jaeger, vice-president, Bank- 
ers Life of Iowa, spoke on “What Shall 
We Do for the Agent Beside Giving 
Him a Contract and Rate-Book.” J. J. 


= 





the same subject. Mr. Armstrong in his 
introduction stated that he hailed from 
the “Des Moines of the East” which 
had 43 home offices. 

W. T. Grant, president of the Busi- 
ness Men's Assurance, said that he is a 
thorough believer in whole-time agents. 
All men connected with the organiza- 
tion give their entire business time to 
his company. He said it is not neces- 
sary to have a big company to carry 
out such a program. He predicts that 
the second hundred billion will be 
written largely by men who know their 
business. 

Roger B. Hull, managing director of 
the National Association of Life Un- 
derwriters, deprecated the fact that no 
speaker in the life section had called 
attention to the association work. He 
said that in the progress and educa- 
tional activities of life insurance field 
work, he hoped the executives recog- 
nized the value of the group department 
in the agency field. Mr. Hull delivered 
the address that he recently gave before 


Thursday by a brief talk by Vice-Presi- 
dent J. V. Barry of the Metropolitan 
Life. This session was one of the most 
important of the entire convention and 
was well attended. First Vice-Presi- 
dent LeRoy A. Lincoln of the Metro- 
politan Life gave his talk on “Life In- 
surance in the National Business 
Structure.” 

Following Mr. Lincoln, the Financial 
Section held a meeting with Chairman 
Robert J. Merrill presiding. R. H. 
Loomis of the investment house of 
Shaw, Loomis & Sayles of Boston, read 
a paper on “Should the Portfolio of a 
Life Company Include Common 
Stocks?” He was followed by Presi- 
dent H. B. Arnold of the Midland Mu- 
tual Life on “The Investment of Policy- 


holders’ Legal Reserve Funds.” 
E. E. Murray of Nashville, head of 
the American Mortgage Bankers Asso- 


ciation, spoke Thursday. He said every- 
thing is combining to impel the flow 
of money into the speculative market. 
Brokers’ loans in New York, amounting 
to $6,500,000,000, are equal to the entire 
outstanding farm loans of the country. 


Says Individuals Are 
Calling in Loans 





Moriarty, vice-president, Missouri State |} the National Association of Life Un- Individual investors are calling in 
Life, and Ted M. Simmons, agency | derwriters at Washington, D. C. loans to get money for speculation. In- 
manager, Pan-American Life, amplified The afternoon session was opened | stitutional investors should, therefore, 








A SUCCESSFUL RECORD 


ROM its inception the In- 

dianapolis Life has been a 

Purely Mutual Company, op- 
erated for the use and benefit of 
its Policyholders. There are no 
Stockholders. It can not be 
bought, traded or sold. During 
the twenty-four years of its life, 
the Company has been progres- 
sive and prosperous. It has kept 
the faith with its Policyholders 
and agents. It has furnished 
insurance at a very low net cost. 
Its dividend record is unexcelled. 
It has the confidence and respect 
of its competitors and the general 
public. It is still guided by the 
Officers who started the Com- 
pany twenty-four years ago. It 
has a loyal and faithful agency 
organization, and it is perma- 
nently established in its own 
home office building. 


, 


In the future as in the past, the 
Company will keep within the 
lines of safe life underwriting. It 
will endeavor to keep quality, 
service and safety above mere 
size. The Company is not an 
accident or health company. We 
have always discouraged our 
agents soliciting that class of 
business, on the theory that it is 
unnecessary, doubtful and ex- 
pensive experimenting for a Mu- 
tual Company. We are content 
with providing safe, sound Life 
Insurance at a Low Net Cost. 


1929 


TO OCT. 


3, 037, 135. 59 
3,760,337.71 


4,451,264.48 


5, 


756,690. 86 


7,011,554.27 
8,655,788.49 


10,231,921.21 
12,021,820.06 
13,665,053.54 


15,532,346.26 
20,456,374.44 
27,006,018.90 
31,275,345.88 
35,236,427.74 


40,882,131.98 
46,628,369.17 
54,432,038.01 


64,065,397.61 
75,257,687.64 


86,02 


7,488.39 


94,000,000.00 


General and Special Agency openings in the following states: 
Indiana, Illinois, Michigan, Ohio, Texas, lowa, Minnesota, Florida and California. 


Indianapolis Life Insurance Company 


FRANK P. MANLY, President 





EDWARD B. RAUB, Vice-Pres. and Counsel 
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Lack of uniformity in the financing of 
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city mortgage business continues for a 
other year the development of the agri. 
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cities will be retarded to such an exten 


as to cause real concern. 





Committee Gives 
Disability Views 
and Suggestions | 








J. M. Laird of the Connecticut Gen. 
eral, chairman of the disability commit 
tee, presented his report Friday. I 
reviewed the work of the special com- 
mittee of the National Convention of 
Insurance Commissioners and the com- 
mittee of company officials to consider 
standard provisions. While the Amer- 
ican Life Convention has not taken ac- 
tion, the disability committee concurred 
in the recommendations passed by the 
insurance commissioners. 

The report gives the conclusions 
reached at the Toronto meeting of the 
commissioners, It states that the adop- 
tion of these standard provisions puts 
definite limits on the disability benefit 
and prevents further experimental ex- 
cursions into the accident and health 
field by life companies. There still re- 
mains the vital problem of safe and 
sane underwriting. 


Recommendation as 
to Premiums and Reserves 


As to premiums and reserves, the 
committee recommends that on new 
policies each company set aside a re 
serve on active lives equal to Class 
reserve, either by using this table or by 
making an approximation based on 
Hunter's tables, with proper allowance 
for the waiting period selected. The 
movement in favor of higher gross pre 
miums has continued. Arthur Hunter 
of the New York Life recommends that 
Class 3 net premiums be used with 4 
substantial loading to cover all expenses 
including acquisition and administratior 
of business and settling of claims. 

The committee thinks that, in spite 
of some practical difficulties, the pri- 
ciple of pro-rate is sound and that com- 
panies should give favorable considera 
tion to its use as a supplement to gooé 
underwriting and a second line of de 
fense against over-insurance. 


Suggestion as to 
Cash Surrenders 


The committee says that if the i 
contestable clause must apply to the 
disability benefits in any state, the max 
mum period permitted should be used 

If a company does not intend to grat 
cash surrender values under the disabi!- 
ity portion of its policies, the commit 
tee says, it should take definite step 
to protect itself from any claim thet 
the cash value should be based on tht 
entire reserve on both life and dis sabilit 
insurance, rather than merely on tm 
life portion. 


Atlan- 


who ws 


A. 0. Swink, president of t) 
tic Life, a dynamo of energy, , 
formerly manager of the home offic 
agency and had charge of the state for 
the Atlantic Life, attended the meetiné 
being accompanied by Vice-President : 
J. Harrison and Secretary Roy M. Jones 


More and more people are traveling 


automobile to conventions. rhe ra 
roads undoubtedly are feeling this 
of traffic. Long distance seemingly 
no terrors. Even with the large % 
tendance at the convention this year © 
was difficult to scrape up eno ugh rail 
road certificates to secure the 150 nece 

the retul 


sary to get the half-rate on 
trip. 
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Plays Big Part 
in U. S. Growth 


Lincoln Shows Important Place 
Which Has Been Occupied 
by Life Insurance 


INCALCULABLE EFFECTS 


Metropolitan Life General Counsel in 
Brilliant Exposition of Reactions 
on Business Structure 


Leroy A. Lincoln, first vice-president 
and general counsel of the Metropolitan 
Life, chose an ambitious subject for his 
address delivered Thursday in the A. L. 
C. sessions—“Life Insurance in the Na- 
tional Business Structure.” It is just 
coming to be generally appreciated that 
life insurance and the business and so- 
cial structure are one and inseparable. 

In spite of the wide latitude of his 
subject and the fact that he might have 


talked on it for hours, rather than for 
milnutes, without exhausting the subject, 
Mr. Lincoln in the short time allotted 
him picked out the major thoughts in 
this theme. He said in part: 


Vast Army Engaged 
in Life Insurance 


“The institution of life insurance in 
this country has enrolled in its service 
over 370 legal reserve companies with 
about 200,000 officers, home office em- 
ployes and full-time agents. It is almost 
impossible to determine the number of 
part-time employes including agents, 
physicians, nurses, lawyers, mortgage 
loan correspondents, credit people and 
building maintenance staffs, who are 
more or less closely affiliated with the 
business. 

“But it would be altogether safe to say 
that about a quarter of a million indi- 
viduals are gainfully employed in the 
ile insurance business in the United 
States. Furthermore, it may fairly be 
assumed that at least four persons are 
dependent upon each one of these work- 
ers, and so we may well believe that 
more than a million persons receive 
much of their livelihood through identity 
with the life insurance business. 


Says Possibilities 
Appear Unlimited 


“If life insurance is destined to so 
much greater growth, what of the whole 
dusineéss structure of our nation? It is 
hot tor me to indulge in such ambitious 
prophecy, Enough to say that the possi- 
ilities of growth for our country both 
i population and wealth seem unlimited. 

When the war was over and we be- 
gan to take stock of our situation, it 
was found that we had learned some 
great lessons about cooperation. Co- 
meident with this development of in- 
ustry and largely as a result of it, there 
came a new era of prosperity. Never 
»elore in the history of the world has 
any country been so blessed with mate- 
rial possessions. Recently the nation 
— to have become investment con- 
ou s 

What, then, is the place of life in- 
“urance in this new situation? (Has life 
3 ( lagged behind in this growth 
such we have just considered? Are 
— enteen billions of assets playing 

. 4 part in stimulating the growth 

usiness and the well-being of our 


"pa What is to be the relationship 
of our own business to the whole busi- 
Ness structure? 
“Baers j 
a8 it da.’ a8 Such, could not function 
t ¢ cs 


ad ae were it not for that back- 
ao of individual protection, that 
loc. °. Security against the financial 

“Ss which come in the wake of death, 








| From New York 

















LEROY A. LINCOLN 


Leroy A. Lincoln, first vice-president 
and general counsel of the Metropolitan 
Life, one of the prominent men in the 
official ranks of the east, spoke on “Life 
Insurance in the National Business 
Structure” at one of the sessions. 





which is spelled in the very existence of 
every life insurance policy. We do not 
ordinarily appreciate how much the 
whole business world owes to this busi- 
ness of life insurance. 

“The complex machine of our indus- 
trial life is thus enabled to run on more 
smoothly. In one sense it may be said 
that life insurance softens the shocks 
which the business structure may suffer. 
Certain it is that the sound economic 
position of our individual citizens, in the 
mass, supported as it is by life insur- 
ance, is of the utmost importance to our 
national business structure.” 

Mr. Lincoln said business insurance 
to the extent of many millions of dol- 
lars is continuously functioning to the 
end that the business structure will not 
suffer through the deaths of important 
individuals. 

Group Insurance Has 
Had Phenomenal Growth 


“Within the past 15 years, we have 
witnessed the perfectly phenomenal 
growth of a new child of life insurance— 
group insurance. Here, too, we may 
confidently assert that one of our prod- 
ucts plays an important part in sustain- 
ing the nation’s business. And partly 
out of this mutual relationship has 
sprung a new spirit of good will between 
employer and employe. 

“One more product deserves mention 
here. Perhaps it might be called the 
complement of life insurance. I refer 
to pensions—annuities, of course, in our 
parlance. American business has but 
lately come to realize that the human 
machine, like its other machines, will 
become old, worn out, obsolete. The 
spirit which now pervades our employers 
forbids the scrapping of the human ma- 
chines which have given faithful service 
in their useful years, but recognizes that 
these machines wear out. 

“Instead, then, of scrapping the ma- 
chines, far-seeing employers are, through 
pension funds, preparing in advance to 
substitute old age pensions for wages. 
How shall they be organized and man- 
aged? What shall they provide? These 
are questions which are occupying a 
prominent place in the minds of keen 
students of sociological problems in pub- 
lic and in private life. 


Must Devise Pension 
Plan for Old Workers 


“Life insurance companies have been 
developing group pension programs 
available to employers desiring to make 
old age pension provisions for their em- 
ployes. There is much for us to learn, 


much for the public to learn, but it is 
(CONTINUED ON LAST PAGE) 














Is This 
What You Want? 


A company of today alive to the needs 
of tomorrow. 


A company that recognizes its obliga- 
tions to its agents as well as its 
policyholders. 


A company that sells guaranteed cost 
life insurance exclusively pays no 
dividends to selfishness. 


A company with a real substandard 
department. 


A company whose potential clientele 
ranges from age one day to sixty- 
five years. 


A company whose financial strength 
is second to none. 


A General Agency company. 


An inquiry may be the turning point 
in your business life. 


CONTINENTAL 


Assurance Company 
CHICAGO 























18 


THE NATIONAL 


UNDERWRITER 





October 19, 199, 


—... 











Banker Lets Imagination 


Speculate 


on Insurance 





Walter W. Head, president of the 
State Bank of Chicago, drew a startling 
picture of life 500 years ‘hence for 
members of the A. L. C. He visualizes 
human life as limited only by the grad- 
ual wearing down of the human organ- 
ism, because, he says, disease will be 
unknown. Criminality and insanity, he 
said, will be entirely eliminated by con- 
trol of glands in the human body, whose 
secretions no longer will be a mystery. 

The banker said in the past men have 
forecast the future upon the basis 
afforded by past experiences, projecting 
aypon a chart the line which marks the 
upward progress of mankind. This 
standard of comparison, he says, indi- 
cates that we may henceforth let our 
imagination run riot without fear of over 
reaching the mark of probable future 
achievement. 

“But what, you ask, has all of this to 
do with insurance?’ Mr. Head asks. “It 
has everything to do with insurance be- 
cause insurance is man’s contrivance for 





leveling the heights of achievement and 
the depths of depression into a plane of 
average progress.” Mr. Head continued 
in part: 

“The speculator takes advantage of 
the uncertainties; insurance takes ad- 
vantage of the certaiaties. It is certain 


that this age which we call extraordi- | 


nary is not extraordinary in the sense 
that it may be unique. It is not unique. 

“With full recognition of this funda- 
mental certainty, we who are interested 
in insurance have especial reason to look 
to the future with a broad and daring 
vision. Insurance must anticipate the 
needs of the insured, must ascertain for 
itself what will be the insurance needs 
in old age of men now young—and must 
devise ways and means to provide insur- 
ance to meet these requirements. 

“Life insurance is being written today 
for amounts which were unthought of, 
much less approached, until a very few 
years ago. Men awoke suddenly to dis- 
cover that the insurance which they had 


been carrying would not suffice for the 
requirements of a period during which 
the purchasing value of the dollar had 
drastically declined and, at the same 
time, the desire for purchasing comforts 
and luxuries had increased materially. 
Is the average life insurance coverage 
today any more nearly adequate, if we 
consider the probable changes that will 
be wrought in our standards of living in 
the next 30 or 40 years? 

“We think of insurance as a wonder- 
ful agency for the protection of the in- 
sured or of his beneficiaries. I would 
not detract from this picture for one 
single moment. And yet our present in- 
surance structure represents a grow th of 
800 years. 

“How nearly, today, do insurance men 
provide insurance which measures up to 
the standard set by Calvin Coolidge? 
To what extent—actually—have specific 
means been provided w hereby men may 
‘make the uncertain certain and the un- 
equal equal?’ 

“If and when the institution of insur- 
ance satisfactorily answers these ques- 
tions then it will be, indeed, in a posi- 
tion where it may boast of its achieve- 
ment. Then it will be prepared to look 
to the future and begin to take advan- 





tage of the opportunities for future serv- 
ice which are just around the corner.” 





WHY ARE SPRINGFIELD LIFE AGENTS SUCCESSFUL? 








Operating in 


OHIO 
MICHIGAN 
INDIANA 
ILLINOIS 
MINNESOTA 
IOWA 
MISSOURI 
KANSAS 
OKLAHOMA 
TEXAS 


CALIFORNIA 











The Answer is Simple. 


interested in its Field Workers. 
than cleverly written advertising copy for publication in the 
Our Executive Family believe and 


Insurance Journals. 
know that successful Agents 
of the Company. 


Our Service is not mere idle chatter. 
a policy on every insurable person. 
Our occupational ratings are fair and 
Men and women are accepted on the same basis. 
issue all standard forms of old line, legal reserve, partici- 
pating annual dividend policies. 
Every policy we issue may be sold with 
premiums payable annually, or in semi-annual, quarterly or 
monthly installments, from the first year on. 
32 years experience with monthly premiums and have the 
necessary equipment to handle such business. 
write non-medical on very favorable conditions. 
adult policies are issued to children from nearest age 10 up. 
We have a new policy for $1.00 a month, issued to Children 
as low as one day old and adults up to age 60. Our Agents 
are writing the entire family. 
what this might mean to you? 
Our Agency Contracts are liberal and fair. Non-forfeitable 
renewals are given without a service clause in the con- 
We pay an exceptionally high second year renewal. 


Specific information will be given upon request. 


and Sub-standard. 
liberal. 


competitive basis. 


tract. 


Why not Serve and Succeed with_The 


Springfield Life 
Insurance Company 
Springfield, 


A. L. HEREFORD, President 


WM. SCHMIDT, Vice President 
CHAS. J. REIFLER, Vice President 


L. M. 


Ours is a Company that is sincerely 


To serve them 100% is their one thought. 


C.L. SIMMONS, Treasurer 


An interest that is more 


are the very bone and sinew 


It is a real effort to issue 
We issue both Standard 


Our net cost is on a low 


We have had 


Regular 


Have you ever considered 


Illinois 


DIXON, Secretary 








Torrens at Head oj 
Financial Sectioy 


NEW OFFICERS ELECTED 


Chairman—D. T. Torrens, vice-preg. 
dent, Kansas City Life. 

Secretary—George C. Holmber 
treasurer, Northwestern National Lif 

At the meeting of the Financia] S. 
tion, Wednesday morning, Chairm, 
R. Merrill, vice-president, Unity 
Life & Accident, presided. At this mee. 


ing, Vice- President E. Lee Tri: nkle ¢ 
the Shenandoah Life made a plea i, 
the farmers, contending that financy 


officers of life companies and the bani 
ers should not arbitrarily refuse to mas 
farm loans but should recognize thy 
when properly made they are still ; 
good investment. He declared th 
farmers should be assisted to reg, 
their former position. He said th 
those that have 


loaned too highly 9 
farms during the peak price perio 
should not blame and penalize th 
farmer for their own mistake. \; 


Trinkle said that when the day arrive 
when farm loans properly made are no 
good and safe investments, the county 
itself will not be safe. 
Vice-President Torrens of the Kansas 
City Life discussed farm erosion, te. 
claring that in his opinion real far 
relief will come more quickly by the 
federal government stopping erosion ¢ 
farm property than in any other way 
E. E. Murray of Nashville, president 
of the Mortgage Bankers’ Association, 
expressed the belief that the investment 
departments of life companies are exer- 
cising a stabilizing influnce on the gen- 
eral financial situation of the country 
A special committee had been a 
pointed to consider the question of r 
appraisal of farm properties on whic 
loans had been made that later exper: 
enced a shrinkage in value. The con- 


mittee consisted of George H. Batche 
low, G. C. Holmberg, O. E. Morley a 
George Graham, chairman, The con 


mittee reported that it sent questi 
naires to members and from the answers 
it was apparent that there were ve 
few instances where insurance comms 
sioners had asserted their rights to scai 


down assets proportionately whert 
property securing loans, although re 
sonably worth twice the amount of thé 
loan when made, had _— subsequent! 
shrunk below the statutory margin 0 
security. No formal action seem 
necessary. 








Banker Speaks | 













WALTER W. HEAD 
Walter W. Head, former | 
the American Bankers Asso« Chi 
now president of the State Bank . . 
cago, spoke on “This Modern A8 
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before the American Life Convention 
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Urges Reforms 
in Home Offices 


(Canadian Executive Criticizes 
“Haphazard” Methods Found in 
Some Life Companies 


HEALTH FACTOR IS VITAL 


Reid of London Life Believes in Intel- 
ligence Tests for Employes, Pleas- 
ant Surroundings 


Edward E. Reid, managing director 
§ the London Life, London, Canada, 
took up the problem of health and 
working conditions in his address on 
“The General Problem of Home Office 
Management,” given at the A. L. C. 
meeting. 

He said that little enough attention 
had been paid to these two matters, em- 
ployes in several offices which the has 
inspected being forced to work under a 
nervous tension due to noise of punch- 
ing and other processes. Mr. Reid de- 
clared it was far better to teach em- 
ployes how to retain their health than 
how to regain it after it is lost. He 
said in part: 


Appears Many Practices 
Were Mere Casual Growth 


“It is, of course, desirable in any line 
of activity to occasionally stand off and 
look at the organization from the out- 
side and see if the planning of the ac- 
tivities has been well laid and if the 
organization is functioning well. This 
is not an easy task to do and undoubt- 
edly many of our companies hhave devel- 
oped by expediency rather than accord- 
ing to any prearranged plan, and it 
seems to be generally the case at the 
outset that no main principles of or- 
ganization even have been laid down 
for future guidange. 

“I conceive that the most important 
duty resting upon the management of 
a life insurance office is in the choice, 
placement, training and care of its per- 
sonnel. I am sure that every office is 
constantly confronted with the diffi- 
culty of finding a member of the staff 
who has the proper qualifications to 


———— 





Came from Canada 

















EDWARD E. REID 


Edward E. Reid of London, Ont., 
managing director of the London Life, 
gave one of the addresses before the 
home office management section at Cin- 


cinnati this week. 











meet some critical situation which may 
have suddenly arisen. 

“If your experiences at all coincide 
with our own, you are inclined to won- 
der why at some previous period in the 
company’s history such slack methods 
were employed in engaging new hands. 
The reason very probably was that 
while the company was small, some se- 
nior officer was burdened with the duty 
of selecting recruits for the office staff 
and having neither knowledge of the 
right methods to be employed nor time 
to use his native intelligence effectively, 
the selection of the new members of 
the staff often became a matter of ex- 
pediency rather than principle. 

“In the general planning for effective 
results in selection, the first essential is 
the building up of such an atmosphere 
about the office as to attract to it the 
very best class of young people seeking 
employment. 

The development of intelligence tests 
has been such as to make it certain 
that much can be accomplished through 
the sane use of tests suitable for the 
type of work in question. 








| 
| 





| 
| Reviews Successful Budget Method 

















_Philip Burnet, president of the Con- 
tnental American Life of Wilmington, 
Del., spoke interestingly at the A. L. C. 
meeting on the subject: “Budgeting in 
a Life Insurance Company,” giving 
observation of what his own company 
is doing in this respect. 

_ In the case of the Continental Amer- 
ican, he said, since the assumptions as 
to interest and mortality were conserva- 
tively set, his company has been so 
fortunate as to have piled up a sub- 
stantial surplus in addition to that 
which was calculated in the plan, and 
thus has been able to use this in in- 
creasing policy dividends and reducing 
tet costs to a lower point than that for 
which the officers aimed in advance. His 
address in part is subjoined: 


First Must Know How 
Much Will Be Received 


fo It is obvious, first of all, that be- 
masa We start to do any budgeting, we 
must know what we have to budget. 


~ = order to determine what we have 

203 udget, we must know what we are 
ing — . . 
ing to receive, net, for our insurance. 








And in order to determine what we are 
going to receive net, we must decide 
in advance what dividends we are going 
to pay policyholders, since practically all 
of our business is participating; or, 
stated another way, we must determine 
what net costs to aim for. 

“In making this decision, we start 
out on the assumption that competitive 
conditions will require us at least to 
meet the average net costs of the lead- 
ing companies. 

“Then it is a simple matter to add to 
the average of those net costs, interest 
on the reserve at the rate which we cur- 
rently earn, and deduct the increase in 
the reserve and the probable mortality; 
the remainder is exactly what we have 
left for expenses. And we realize that 
unless we keep expenses within that 
balance, our net costs to the policy- 
holder will not be as favorable as we 
had aimed for. 

“Then having gotten the exact 
amount available for expenses, we 
split it up into four parts, the propor- 
tion of each of the four parts depend- 
ing, of course, on the probable amount 
needed for each particular purpose. 


G R O W i 
with this 


Progressive | 
Company | 



































New Home Office Building 


We Offer 


— Policies all ages, 1 day to 70 years. 











— Both Participating and Non-Participating. 

— Non-Medical—Sub-standard. 

— Disability, Dismemberment and Surgical Benefits. | 
— Special Monthly Premium Payment Plan. | 
— Double Indemnity. | 
— Children’s Policies with Beneficiary Insurance, | 
— Sales Planning and Circularizing Department. ‘ 
— Producers’ Club. } 


Available territory in seventeen 
~g states West of the Mississippi Be 
River and in Illinois and Florida. 


WRITE DIRECT TO HOME OFFICE 


Fe) 


Central States Life | 
Insurance Company | 


James A. McVoy, President 


HOME OFFICE: SAINT LOUIS 
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Companies Can Make 
Profit on Foreclosures 





No meeting of life company execu- 
tives could be complete without a thor- 
ough study of the situation which has 
forced many companies to foreclose on 
farms in the last eight years. For this 
reason, the talk -of C. G. Worsham, 
supervisor of farm mortgages for the 
Connecticut General, given at the Cin- 
cinnati meeting of the A. L. C., was of 
considerable value. 

Since the companies perforce have be- 
come managers of farms which they 
have had to take over for failure of 
farmers to pay interest or principal on 
first mortgage farm loans, Mr. Wor- 
sham approached his subject from the 
viewpoint of managing these farms, ad- 
mitting that the Connecticut General 
has only a small percentage of its total 
investments in real estate, but stating 
that necessity for foreclosing has forced 
the company into the farm management 
business. 

It is interesting to note that the net 
earnings on 190 farms amounted to only 








1.1 percent, although the total net in- 
come was $212,266. It was found that 
taxes, insurance, supervision and miscel- 
laneous expenses amounted to $181,642. 
Mr. Worsham said in part: 


Farms Were Scattered 
Throughout 11 States 


“To supervise intelligently the man- 


agement of farms in 11 states from a | 





long range is one of the problems with | 


which the Connecticut General is con- 
fronted. 

“The total investments of the Con- 
necticut General as of Dec. 31, 1928, 
were: Stocks and bonds, 38 percent of | 
the total investments, amounting to | 
$106,952,424 for the year; policy loans 
and premium notes, 10 percent; city | 
loans, 23 percent; farm loans, 24 percent, 
or $25,311,681; home office real estate, | 
3 percent, and farm real estate, 2 per- | 
cent of the total investments of $106,- 
952,424.” 


| 
| 


Mr. Worsham here displayed a table | 


| closing and the correspondents would 


showing distribution of the loans and 
indicating that foreclosures in 1928 
amounted to 4 percent, or $1,039,665, the 
number of farms taken over being 190. 


Farms Now Are Handled 
by Sectional Correspondents 


“The company’s farm lands are 
handled almost exclusively by its state 
or district correspondents,” he con- 
tinued. “It has been necessary to work 
with our correspondents and to help 
them build wp a farm management de- 
partment. At first, the company’s pol- 
icy was not to pay the correspondents 
for managing the farms acquired 
through those correspondents. How- 
ever, as time developed, it became evi- 
dent we were in for a wholesale fore- 


be financially unable to look after the 
farms unless they received some kind of 
| compensation. 


Representative Makes 
Report on Things Needed 


“Therefore, the company worked out 
a policy of paying 10 percent of the 
gross annual rentals of the farm with 
a guarantee the first year of $75 per 
farm and thereafter $50 per farm. The 
reason for allowing more the first year 
than the second is because of the neces- 

























A Strong, Growing Company 





$200,000,000.00. 





Central Life’s thirty-fourth year, 
rank as one of the outstanding periods in the company’s history. 


DES MOINES 


(MUTUAL) 
T. C. DENNY, President 


Of thousands upon thousands of words listed in the dictionary, 
but four are needed aptly to describe the Central Life Assurance . 
Society (Mutual)—“A Strong, Growing Company.” 


now drawing to a close, will 


Rated “excellent” in regard to management, assets, reserves and 
mortality, Central Life strives always for a position of leadership 
in the factors that make for sound, substantial growth and unsur- 
passed service to policyholders. 


Operating i in 24 states; represented by men who have, in many 
instances, been in the service of the company from 10 to 25 years, 


Central Life is the largest American company of its age, save one, 
built other than by consolidation. Insurance in force is near 


Central Life 


Assurance Society 


IOWA 




















| Takes Up Farms 








Hartford, Conn. 
Supervisor Farm Loans, Connecticut 
General Life 


Cc. G. WORSHAM, 














sity to put the buildings in good livable 
condition, and also to find a suitable 
tenant for the property. 

“The local correspondent or manager 
submits a report as soon as a farm has 
been acquired, in which is 
recommendations for the handling or 
disposition of the property. This report 
contains estimates of the amount oi 
money required to put the buildings a 
fences in good working condition. 

“The report is passed upon by the 
home office and if approved the corre- 
spondent is authorized to spend a cer 
tain amount of money. 

“The local correspondent secures @ 
tenants for the farms and advises wit 
them. After securing the tenant, we it 
sist that the manager confer wih him 
constantly, having in view the improve 
ment of the property as well as the 
financial returns to the tenant, for bot 
are essential. It is the duty of the cor 
respondent to collect all rentals. _ 

“The correspondent has the exclusis 
selling of all the company’s farms. Wit 
him we decide the lowest price the com 
pany will accept for each of our eee 


Policy Varies According 
to Worth of Farms 


“If a farm is worth improving, ™ 
figure that we may have that — pe 
our hands indefinitely. The farms wh 
have no potential possibilities for pro 
or for various reasons are not wort! 
spending money upon, I advise sacrif 
ing at prices which even today mi ight b ¢ 
considered bargains. 

“Securing a good tenant is poe 
90 percent of the success in managin 
farms. Oftentimes it is mecessary ! 
begin with a third-class tenant on ? 
good farm which is in poor condit! 
and then changing tenants for a perio 
of several years, securing a higher grat 
tenant on each turnover. . 

“A farm should not be listed wit 
real estate agents until it is ready to” 
sold. It should be improved at least 
to the point where it does not look I like 
a foreclosed property or one occup! 
by a tenant. ! 

“The ultimate objective of companits 
holding a large number of farms a¢ 
quired through foreclosure is their liqu'- 
dation. The farms, if properly supe" 
vised and managed, should pay interes 
insurance and supervision and should 
steadily increase in value. 
“The agricultural situation 
bad as certain individuals and publi > 
tions would have the public bel ieve. * 
farmer is a business man and those fa™ 
operators who have adopted so und bus 
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Diversification ls Needed 
in Insurance Investments 





Expressing the opinion that it is bet- 

ter for a life company to diversify its 
investments too much than too little, 
George C. Holmberg, treasurer of the 
Northwestern National Life, gave the 
American Life Convention a thorough 
analysis of the value of diversification of 
investment risks. 

Mr. Holmberg discussed the diversifi- 
cation of investments from the stand- 
point of amount, of industries, of geo- 
graphical location of the security, by 
maturities and with respect to market 
ability and other qualities. 

“The extent to which investments 
need be or can be diversified depends on 
these various factors,” he said. “It may 
be said that the higher the quality of 
investment the less need there is for 
wide diversification from the standpoint 
of safety. The size of the investment 
fund or the attention that can be given 
itmay be factors in determining to what 
extent it should be diversified. Condi- 
tions in the securities market and the 
availability of securities may auto- 
matically limit the possibilities for diver- 
sification at times. 

“Diversification is after all only an 
cement, although an important one, in 
the structure of the investment account. 
I would not have you draw the conclu- 
sion that it should be considered to the 
exclusion of other elements equally im- 
portant. Careful and _ discriminating 
selection is fundamental. It is of equal 
importance that an investment account 
be constantly reviewed, because the price 
f safety is eternal vigilance.” 


Tendency of the Laws 
Is Less Restrictive 


Mr. Holmberg asserted that invest- 
ment securities which have heretofore 
been considered among the soundest 
have developed weaknesses and while 
others which have not generally been 
permitted to life insurance companies 
have come into more favor. The present 
tendency of new laws pertaining to such 
investments is perhaps less restrictive, 
he said. 

“Investment officials of life companies 
are being called upon more and more 
frequently to explain and justify their 
investment policies to their agency or- 
ganizations and to their nolicyholders,” 
he said. “The fundamental objective of 
all properly managed companies remains 


unchanged—to obtain safety of principle 
with a reasonable rate of return.” 

Mr. Holmberg emphasized that the 
ratio of classes of investments to the 
total admitted assets of the companies 
varies from year to year to meet new 
Situations, pointing to the fact that dur- 
ing the 15-year period from 1906 to 1921 
investments in farm mortgages increased 
from 9.3 percent to 17.7 percent, while 
in the same period investments in other 
mortgages declined from 19.2 percent to 
16.7 percent. Since 1921 the change has 
been in the other direction, farm mort- 
gage loans decreasing from 17.7 percent 
to 13 percent, while other mortgage 
loans have increased from 16.7 percent 
to 29.3 percent. 

Mr. Holmberg made the interesting 
observation that no other single bor- 
rower has even approached the amount 
of money borrowed from the life insur- 
ance companies by the United States 
government. He pointed out that at the 
end of 1928, United States government 
bonds amounted to 2.6 percent of the 
total admitted assets while during the 
world war the figure was as high as 
10.7 percent. 


Diversification Noted 
in Various Lines 


As to industries, he asserted that it 
would be unwise to confine the invest- 
ment of industrial securities in any one 
line of business activity. Loans on cen- 
trally located business properties de- 
signed for general use are obviously less 
hazardous as a class than those on 
buildings of special design suitable to 
the exclusive use of one line of business 
only. As to geographical diversifica- 
tion, he said, the prudent large investor 
gives heed to the fact that all sections 
of the country may not enjoy similar 
prosperity at the same time and diver- 
sifies his investments so that they will 
not be too concentrated. 

It is especially important that the in- 
vestments be diversified as to maturi- 
ties, he said, so that the funds may be 
reinvested at different times for the pur- 
pose of insuring stability in.the rate of 
return. Marketability is not a necessary 
quality for all life investment securities. 
It is well for the investor to consider 
the premium he may be paying for this 





quality. 
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the American 
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Canadian company officials were 
Prominent at the Cincinnati meeting. 
Among those present were T. G. Mc- 
Conkey, general manager of the Canada 
Life, who won much fame as general 
chairman of the arrangements commit- 
tee when the insurance commissioners 
met in Toronto: J. J. Parker, Imperial 
Life; Edward E. Reid, London Life; C. 
>. McDonald, Confederation Life, and 
\. 5S. V. Branch, Sun Life. 

Aside from the company officials who 
ficially represented the Association of 
Life Insurance Presidents there were 
Present Manager George T. Wight, As- 
sociate Manager C. G. Taylor and Gen- 
tral Counsel V. P. Whitsett. Mr. Tay- 
or is a former president of the Ameri- 
tan Life Convention. He was intro- 
duced Wednesday afternoon and 
brought forth a word of greeting. Mr. 
Whitsett was presented at the Legal 
“ection me eting. 

* * * 
on -" Ceesias of Beaumont, Tex., presi- 
bane Bad wan Jacinto Life and former 
‘Mourance commissioner, was pres- 








ent for the first time as a company of- 
ficial. 
* * * 

The nominating committee of the 
Legal Section consisted of A. D. Chris- 
tian, Atlantic Life, chairman; James C. 
Jones, Jr., American National of St. 
Louis, and E. R. Sloan, Bank Saving 
Life. 

* x * 

Henry W. Price of Chicago, associate 
general counsel of the Northwestern 
National Life, attended the meeting. He 
recently retired after two years’ serv- 
ice as president of the North Shore Fes- 
tival Association of Evanston, II]., which 


gives a week’s program of high grade 
music the latter part of each May. 
* * * 


Miss Garnet Smith, personal secre- 
tary for Manager Claris Adams of the 
American Life Convention, had charge 
of the registration desk and performed 
the task in a very efficient man- 
ner. She was assisted by prominent 
women from some of the Cincinnati lo- 
cal companies’ offices. Miss Clara Fred- 
ericks, personal secretary of President 
S. M. Cross of the Columbia Life, ren- 








More Than 





$80,000,000.00 Life 





In 9 Years 





Re-organized to include Life In- 
surance in 1920, it is gratifying to 
announce that we have now passed 
the $80,000,000.00 mark of Life In- 
surance in force. Of this $80,000,- 
000.00—nearly $15,000,000.00 has 
been added during the first seven 
months of 1929. 


This is in addition to the develop- 
ment of a volume of Accident and 
Health Insurance that is only 
equalled by seven other companies 
in the entire U. S. A. 


B. M. A. salesmen are enthusi- 
astic over their ability to provide for 
their clients’ complete coverage— 
( Life—Accident—Health )—assur- 
ing them a life time income in event 
of disability caused by sickness or 
accident—an_ estate 
natural or accidental death. The B. 
M. A. “All-Ways” policy provides 
complete protection— 


“It Pays All-Ways and Always” 


Business Men’s Assurance 


Company 


Kansas City, Missouri 


W. T. GRANT, President 





“Symbol of Complete Protection” 


More Than $19,000,000.00 Paid Policyholders and 


Beneficiaries Since Organization 








dered valuable service. 
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A True Index 
of Progress 


There Is Only One true index of progress in any 
life insurance company and that is the amount of new 
insurance written and paid for each year. 


During 1928 we increased our Life Insurance in force 
from $100,000,000.00 to more than $135,000,000.00, a gain 
of more than $35,000,000.00 for the year. 


So Far During 1929 our new life business is contin- 
uing to increase at such a rate as to make our attain- 
ment of 


$200,000,000.00 of Insurance in 1930 a Certainty 
As Evidence of Our Growth and progress in our 


Home State we submit the following record of new paid 
for business in Illinois 


oe. $12,909,001.00 
EE sink wine weeeeee 16,112,974.00 
Se siawks sawneuen 31,478,005.00 


The Total for 1928 is greater by 


$13,000,000.00 


than the new life insurance written in Illinois by any 
other legal reserve company of Illinois. 


The Federal Life is the oldest and largest Illinois com- 
pany originally chartered and ever since continuously 
operated by its Founders as a legal reserve life insurance 
company. 

This Interesting Fact is not mentioned to reflect upon 
the Illinois companies which started as assessment com- 
panies, stipulated premium companies or under a charter 
from some other State or law-making body and after- 
wards reincorporated under the excellent legal reserve 
laws of Illinois but to emphasize the wisdom of the 
founders and managers of a company that from organ- 
ization has sold as good insurance as it was possible to 
buy in any company regardless of size or age. 


Federal Life Representatives are fortunate and pros- 
perous under a management of such far-seeing vision. 


The Federal Life has two departments—one Life In- 
surance the other Accident and Health Insurance—with 
unexcelled policies. 

We Offer all popular forms of Accident and Health In- 
surance including Monthly Premium Policies—an unex- 
celled Non-Cancellable Life Income Policy for Pusiness 
and Professional Men. Also a new $5,000 Non-Cancel- 
lable Automobile Accident Policy, easily sold in connec- 
tions with Automobile Insurance. 





If Detached or if having definitely decided to change 
connections it may profit you to address. 





Agency Division 


FEDERAL LIFE 


INSURANCE COMPANY 


Isaac Miller Hamilton, President 


Federal Life Building 
CHICAGO 


“Human Being Insurance” 


























Soothe Agents, 
Is McVoy Plea 
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home office organization. Here contend- 
ing forces struggle for supremacy, and 
here of all places is the opportunity for 
the modern business diplomat to func- 
tion. 


“Dirty Work” Handed 
To Agency Department 


“*Turn them down and make them 
like it’ is a job generally pushed on the 
agency department, for the agency de- 
partment naturally comes in close per- 
sonal touch with the soliciting agent and 
must listen, soothe and nurse the out- 
raged solicitor. 

‘The agency department is constantly 
told that their company has the most 
prejudiced, conservative and _ short- 
sighted medical department in existence 
because so many of the declined or rated 
cases are rated or issued standard by 
other companies. A modern Machiavelli 
is needed to adjust this difficulty. No 
credit is given for cases issued where 
other companies have declined or heavily 
rated. The problem can be helped tre- 
mendously by a proper adjustment of 
the relations of the actuarial and medical 
departments with the agency depart- 
ment. 


Must “Sell” Underwriting 
Policy to Agency Force 


“IT am not suggesting that underwrit- 
ing be influenced by agency conditions 
but I believe if these departments are 
in close contact and understanding that 
difficulties are reduced and the under- 
writing policy of the company sold to 
the agency force. Many companies have 
adopted the practice of having home 
office representatives of the medical de- 
partment visit agencies, talking directly 
with the agents about declined cases, 
sometimes resulting in issue of the 
policy. 

“This is a great help to the agency 
department in its efforts to keep its 
agents satisfied. We all know close con- 
tact and acquaintance with the agent 
is of the greatest advantage. The agent 
should feel that the directing officers 
of the medical and actuarial depart- 
ments are human beings—their hearts 
overflowing with the milk of human 
kindness—so when he gets a case that 
is turned down he will make allowance 
for the ‘short-sightedness’ of his friends. 


Courteous Service Is 
Declared First Step 


“Selling the company to its agents 
is the first business of the agency de- 
partment but the company cannot be 
sold unless the heads and junior officers 
of all other departments who come in 
contact with the agent or the agency 
department all unite in one common aim 
of courteous service. 

“It is elementary to say the home 
office must be organized to work in 
harmony and yet sometimes a check 
of the activities of various departments 
may show serious lack of cooperation, 
mostly through inefficient organization 
and lack of proper contact. 

“The activity and, to a certain ex- 
tent, the efficiency of the home office 
agency department depends a great deal 
upon the age and size of the company, 
although it has been hinted that in some 
cases ‘dry rot’ permeates and the 
senility of age calls for a ‘shaking of dry 
bones.’ Some of us are proud to say 
that many progressive features of or- 
ganization work and policy contracts 
have originated with comparatively 
small and new companies. After all it 
seems to be a question of brains. 


Considerable Research 
Work Is Required 


“The agency department must do con- 
siderable research work. Its literature, 
bulletins and company propaganda must 
be in capable hands. Conservation of 
old business is intimately associated with 
successful production of new business. 
These matters are simplified with the 
growth of the company and its ability 








Golf Chairman 




















JAMES FAIRLIE, Springfield, Il, 


James Fairlie, vice-president and actu- 
ary of the Abraham Lincoln Life, is golf 
chairman of the American Life Conven- 
tion, officiating in the two-day tourna- 


ment, Monday and Tuesday. 





to finance the operation of an all-round 
home office agency department. 

“A certain proportion of new produc- 
tion is essential to the growth of all 
companies. Recognizing this principle 
many successful companies in making 
allotments require their general agen- 
cies or managers to report each year a 
definite amount of new business pro- 
duced by new agents. 


Selling New Business 
Is Romance of Insurance 


“This requirement is made especially 
where the manager is under salary—and 
so on down the line every agent under 
salary is supposed to secure new agents 
for the company. Encouraging agents to 
secure new agents is a by-product o! 
selling the company to the agency force 
This is a function of the agency de 
partment and the home office must fol- 
low a definite campaign along this line 
if it would develop successfully. 

“The production of new business 1s 


the romance of life insurance. To make 
a thing develop and grow, to see it 
prosper under your hands—that is life— 
and you have this exhilaration in the 
n-th degree in the agency work. We 
must take care of what we build, 
that the successful company has both 
the careful conservator and the ambr 
tious, daring accumulator. Rarely are 


these traits found in one person. The 
genius that builds may be the genius 
that destroys, so that when we face the 
problem in the large we see that proper 
attitude towards the agency department 
and proper organization of the agent) 
department are the chief requisites for 
successful administration and growth. 
“Life insurance is not an indus 
transformed or changed by over-nig! 
conditions, yet like all a be isiness ! 
is vitally affected by new sethe® © 
acquisition and distribution. See! 
ahead, planning, thinking—many ¢o™ 
panies meet new conditions b« fore they 
become problems and profit by changed 
conditions. Laggards fall behi nd.” 


Golfers’ Dinner Held 


The golfers’ dinner was he'd at te 
Cincinnati Country Club at the clos 
of the two-day tournament. The 
rangements were in charge of P resident 
Sumner Cross of the Columbia Lif¢ 
who was chairman of the entertainmet 
committee. The prizes were awarded 

the gol 


by James Fairlie, chairman o! 
committee. 


—— 
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— kindly consideration, Encouragement 
builds and criticism kills in organiza- 


Armstrong Urges Kindly Encouragement 








—— 


(CONTINUED FROM PAGE 11) 


went, for unless these two are built of 
the fabric of a company’s organization, 
that company will not grow great. 
“There are more commission agents 
» your employ than there are salaried 
men and women, and those commission 
agents are just as thoroughly employes 
and just as much interested in their 
company as is any salaried home office 
branch office employe. In welcom- 
ing home office visitors to their offices, 
agents do not differentiate between ren- 
resentatives of your medical department, 
your underwriting department, your in- 
yestment department and those of your 
agency department. To them their busi- 
ness means selling more insurance, and 
they feel that any one from the home 
office should be interested in the agent 
is production. So let all home 


and in h 
greet agents as fellow 


ofice visitors 
empioyes. 
“The home office agency department 


should leave underwriting to under- 
writers whose judgment based upon 
years of experience surpasses that of 


others however honestly derived. Like- 
wise, the investment of money secured 
by the sale of policies should be the sole 
prerogative of the investment experts 
whose action must never be influenced 
by temporary expediency even though 
the extension of a loan will influence 
the sale of a considerable volume of 
business. 

“While there must be a ‘hands off’ 
policy on the part of the agency depart- 
ment toward these two in carrying out 
the duties to which they are primarily 
responsible, there should, at the same 
time, be a continuous interest by these 
two departments in agency affairs. Good 
business is produced by good agents. 
The reverse is equally true. Let your 
underwriting department keep your 
agency department informed at all 
times of the quality of business pro- 
duced by each sales representative. 


Need Report on Agent’s 
Business as a Guide 


“Have some well devised ‘quality’ re- 
port prepared which discloses the re- 
jection ratio, the type of business 
secured, the average volume maintained, 
and the average premium secured. Here 
is definite information that tells us 
more about our agent than any number 


of casual contacts with him, Turn these 
reports over to the supervisor, home 
office or field, as a basis for corrective 
treatment, and in the process you will 
find that many a poor agent. becomes a 
good one, and good ones become better. 


“The functions of the agency depart- 
ment are to procure, train, and super- 


vise desirable agents. This job should 
be left to the agency department. It is 
highly specialized work and should be 
undertaken only by those whose train- 
ing has made them experts in this di- 
rection. Corrective measures needed 
by agents should be applied by those 
whose duty it is to apply them. Let 
your admonition always be through and 
not over your agency department. 

_ "The American business corporation 
's a remarkable exemplification of co- 
operat Even men of adverse tem- 
peraments and antagonistic disposition 
work together in friendly fashion in 
their devotion to a common cause. The 
held reflects the home office, and unless 
this fe of friendly cooperation can 
be m ined at home office, it is not 
likely extend to the field. Friction 
at the home office invariably means lost 
energy the field. 

“Age departments are frequently 
relerred to as tempermental—and we 
are. We ore not unlike ‘prima donnas,’ 
because we reflect the temperamental 
held organization where success can 
Only be assured through mental com- 
fort—a happy frame of mind. You 
€xecutives, by your attitude to agency 
affairs, and perhaps your attitude to the 
men in charge of these affairs can make 


or_break the temper of your organiza- 
tion. Every salaried employe of the 
home office, regardless of the relation- 
ship to field operations which he may 
serve should be ‘sales-minded.’ 


Demands Courteous 
Correspondence as Well 


“We all regard as fundamental the 
necessity of having every company 
touch with agent, policyholder, or with 
the public one of tact and courtesy. But 
how carefully do we see to it that this 
program is followed in contacts by cor- 
respondence between the home office on 
the one hand and the public, policy- 
holders, agents, or field supervisors on 
the other? 

“We have all known the tactless and 
unfortunately expressed letter sent by 
some One from the home office to the 
manager or general agent which has in- 
spired his resentment to the point that 
his field efficiency has been impaired and 
consequently the company’s interests 
have suffered for a considerable time. 

“Treat your agency officers with 





The work of agency officers 

exact science. Their road is 
along the way they must 
keep their optimism and enthusiasm 
bright for they must inspire the field 
which looks to them for guidance. 

“Your investments are carefully 
supervised; your underwriting measured 
by a definite standard; your home office 
expenses are pared down to minimum, 
but here is one money bag which has a 
hole in it and to the control of which 
but little attention is given. Agency 
turnover is chargeable to three things: 
Improper selection, improper training 
and proselyting of agents by other com- 
panies. The first two factors are in 
your control. The third requires prac- 
tical cooperation with your other com- 
panies, and it is high time that it be- 
came a fact. 

“Of course, we do not deny any man 
the right to choose his own employer, 
nor would we deny any company the 
privilege of employing an experienced 
man for an important post better than 
the one he at present fills in the insur- 
ance business, but we view it as a 
reprehensible matter of grave economic 
waste to disturb an agent of a friendly 
competitor unless in so doing you are 
materially bettering the man’s position.” 
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G. W. SKILTON, Hartford, Conn. 
Comptroller Connecticut General Life 














Office. 


field. 





Start Building 


C. B. ROBBINS, President 


The Old Line 
CEDAR RAPIDS LIFE INSURANCE 


COMPANY 


CEDAR RAPIDS, IOWA 





A Company with a strong foundation 
on which to build. 


Liberal Contracts direct with Home 


Agency Helps and Home Office Men 
who understand the problems of the 


Good Openings Now Ready. 
Write Today 





J. G. SIGMUND, 


Vice-President and Agency Director 


C. B. SVOBODA, Secretary 
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to the organization, the company should, 
without dissembling, seek a successor 
to him. 

“T fully appreciate the fact that ‘suc- 
cess,’ especially in the work of an 
agency executive, is a big word. He is 
held responsible not only for obtaining 
volume of business, but business of 
quality, and he must regulate production 
cost, strive toward a sane and safe mor- 
tality, enact and enforce legitimate 
underwriting principles and a scrupulous 
code of ethics. 


Sales Promotion 
Department Needed 


“Most companies have come to a 
realization of the value of a department 
which we shall call, for want of a better 
name, the sales promotion department. 
The head of this arm of the organiza- 
tion must be a close ally and depend- 
able confederate of the executive. Most 
companies require some individual to 
handle the details of correspondence, 
and the interpretation of company un- 
derwriting rules to the field represen- 
tatives. He is usually called the agency 
secretary, and of course he is an im- 





portant part of the agency department. 

“The president of the company, if he 
is not the chief agency executive, can be 
either a direct or an ex-officio member 
of the agency committee. Certainly it 
cannot harm the president of a life in- 
surance company to contact frequently with 
his company’s agency problems. Most 
certainly the proper functioning of an 
agency committee is benefited by having 
the advice and counsel of the president 
of the company. 

“These four active agency department 
workers, with the optional addition of 
the president, headed by the chief 
agency executive, should constitute what 
is familiarly known as an agency com- 
mittee. Frankly, gentlemen, a company 
cannot go far in its agency work, unless 
it has a real agency committee which 
genuinely functions, 


Outlines the Functions 
of an Agency Committee 


“What is proper functioning of an 
agency committee? Your chief agency 
executive as director of the agency 
activities, with the other members of his 
committee, must be thoroughly in- 
formed as to what is going on in every 
field point. The committee must know 
just where strength emerges to carry 
the company on to large and proper 
production, and just where troubles rear 








their heads to hamper agency growth. 

“I believe the agency department 
should be so thoroughly informed of 
what is going on in the field as to know 
exactly and immediately where there is 
failure or success, and the reason. Then 
the agency department is prepared to 
function and should be given a free 
hand to function, with its success as 
the barometer for determining the con- 
tinuance of its personnel. 


Gives Higher Executives 
Knowledge of Progress 


“With this course of procedure, the 
higher executives of the company will 
be content with a knowledge of what 
the agency department is accomplishing, 
bearing in mind that the department is 
not only driving toward success, but 
is driving within the bounds of com- 
pany progress, mindful of a careful con- 
servation of funds. 

“I have frequently heard the proud 
boast emanate from a life insurance 
company that the entire personnel of its 
home office is the agency department. 
This is a beautiful sentiment; an amaz- 
ing sentiment if true. However, I 
sometimes wonder if this thought is 
expressed as a threat or a promise. Too 
often your renewal department man- 
ager, or your medical director, exercises 
his membership in the agency depart- 
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8S. ALBRITTON, Atlanta 
Vice-President, Southern States Life 
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BANKERS LIFE OF NEBRASKA 


a strong, carefully managed, 
conservative and yet 
aggressive company, forty- 
two years old, having over 


$138,000,000 


of insurance in force, and 
with assets of over 


$36,000,000 


Bankers Life Insurance 
Company of Nebraska 


Nebraska 














ment by a few choice remarks writter 
or expressed about the very same but 
now terrible agency department 


Paraphrases E. M. Statler 
in Expressing His Hope 


“A real life underwriter was created 


by 


conscientious 


general agent or branch manager, who 


in 


economic existence 


through the efforts of an agency exect- 


tive and 


Perhaps it i 


expecting too much but I like to think 


of 


underwriters, wh 


produce, pay and conserve, banded to- 
gether under the banner of a splendid 
company in the terms of that wonderful 
hotel man, E. M. Statler, ‘Our under- 


writers 


never wrong.’ 


Of course 


we agency executives may never create 


such 


we do like t 


have the company believe we are trying 
“The agency department of any lit 


insurance 
heart of the organization. 
other 
sustenance. 


essentially — the 


From it al 
receive their 


Then, please, may I ask 


for the assignment of the proper place 
in the sun to the home office agency 
department, and for an attitude whic 
grants freedom of thought and action 
an attitude which gives the golden op- 


portunity 


salesmanshif 


vision into majestic business realities 


Entertainment Committee 


The entertainment committee at Cit 
cinnati consisted of S. M. Cross, Colum- 
- of . , » 
bia Life, chairman; President Jesse R 


Clark, ‘Jr., 
President George L. 
Central; 


Life; Vice- 


Williams, Union 


J. Williams, 


Vice-President Charles F. Willi ims alt 
Vice-President C. P. Johnson, Wester 
& Southern Life; President T. W. AP 


pleby, 


Life; 


a 
f 
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Frank M. Peters, Federal Union Life 


and President 
NATIONAL 


President Clarence L. Ayres 
Thursday gave a luncheon to the | 
presidents inviting some of th 


Wohlgemuth, TH 


Luncheon to Past Presidents 


at noo! 
past 


spear- 


ers who appeared at the meetings and 4 


few special guests 


ex-presidents 


at hand were J. B. Reynolds. Henry 
Abels, H. M. Woollen, H. L. Seay, # 


B. Arnold, C. 


G. Taylor, G. A. Grims- 














ley, Lee Dougherty and O. J. Arnold. 


Manager John M. Holcombe of th 
Life Insurance Sales Research 
appeared on the scene Thursda 
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Operates Well _ 
on Nonmedical 


(CONTINUED FROM PAGE 9) 


modified or rejected through informa- 
tion received from other companies. In 
other words information received from 
other companies is a source which 
equals all the other miscellaneous 
sources combined, including the state- 
ments of agents, inspection reports, and 
information received from attending 
physicians. 

“It will be noted that we are accept- 
ing 3.3 percent of the risks on a sub- 
standard basis without examination and 
since we do not require inspection re- 
ports on this business, except where the 
nature of the habitat (particularly be- 
cause it is urban) or the type of agent 
or the apparent type of risk, or some- 
thing disclosed in the application re- 
quires it, we are issuing insurance suc- 
cessfully, both on a standard and sub- 
standard basis, not only without any 
examination but without inspection re- 
ports in almost all cases. 


Tabulate Results on 
Selective Risk Plan 


“In order to determine the actual 
mortality results of the company on its 
selective risk business, a mortality ex- 
perience has been compiled from the be- 
ginning to the anniversaries in 1928. 
[his gives an experience for the first 
three complete policy years. There 
were 19,463 policies insuring $30,166,200. 
Embraced in the investigation were 67 
deaths. It will be noted that the total 
mortality for the first three policy years 
was only 65 percent of the American 
Men Select and that there was little 
deviation from this percentage for any 
me of the three years. 

“Inasmuch as the question involved is 
one largely of personal selection against 
the companies, it is safe to presume 
that the cases involved in this investi- 
gation, after having shown a favorable 
mortality for three years, will show no 
unfavorable tendencies during succeed- 
ing years. 


Little Deviation From 
Average Was Shown 


“It will also be observed that there 
was very little deviation from the aver- 
age percentage for any one of the quin- 
quennial age groups. The substandard 
business involved was comparatively 
small and not enough to afford reliable 
results as there were only five claims, 
mut even at that the mortality on the 
substandard group was within 5 percent 
t the regular, examined substandard 
business of the company. 

“There was little deviation in the mor- 
tality from year to year or from quin- 
juennial ages except that the mortality 
Was quite light above age 50 and there 
Was quite an increased mortality during 
the second policy year, the percentage 
lor that year being 103 percent of the 
It might be said in passing 
0 mortality of the company on 
irect business, excluding reinsurance, 
irom organization to 1923, including the 
nfluenza epidemic, was 85 percent of 
the expected according to the American 
Men Select mortality table and that the 
orresponding mortality on direct busi- 
hess for the years 1925, 1926 and 1927 
combined was 77 percent of the ex- 
pected. 


Suffered Heavy Losses 
on 1927 Business Generally 


expected 


that the 


Jur standard mortality for 1927 was 
quite high, 91 percent of the expected, 
ue to heavy incidence of large claims. 


The mortality for 1925 was 64 percent 
and for 1926, 70 percent. 
, \P to the present time I have heard 
ot only two companies having an un- 
‘avorable experience with insurance 
examination. One of these com- 
without attempted to grant insurance 
While ; examination up to age 55. 
ie its mortality was favorable up to 
par ra age 45—80 percent of the 
a wean Men Select—the mortality 
€ age 44 was quite high, 138 per- 


without 
panies 








Entertainment Head 




















SUMNER M. CROSS, Cincinnati 
Sumner M. Cross, president of the 
Columbia Life of Cincinnati, was the 
busiest man at the convention. He was 


chairman of the entertainment commit- 
tee and arranged and carried out most 
of the details. He did much prelimi- 
nary work and then started Sunday tak- 
ing care of the golfers. He looked after 
them during the two days’ tournament, 


commuting between the Cincinnati 
Country Club and the Hotel Sinton, 
where he saw that arrangements for 


those at the hotel were being carried 
out. 


mended that insurance without examina- 
tion be attempted for ages above 45. 

“The other company whose experi- 
ence is reported as unsatisfactory is a 
large company writing a large portion 
of its business through industrial 
agents and whose unexamined business, 
for the most part, doubtless emanates 
from the large cities. 

“The experience, during the first policy 
year on one year’s issue, was 151 per- 
cent for all ages according to the Amer- 
ican Men Select although their mortality 
for ages 15 to 23 was only 68 percent. 
A comparison was made of this mor- 
tality without examination with similar 
business issued with examination. 

“It was found that the mortality on 
the other business was 102 percent of 
the expected, for all ages, the mortality 
in the various age groups not deviating 
very far from this percentage. It will 
thus be seen that this company’s mor- 
tality is normally quite high on small 
business.” 


PERSONAL COMMENT ON 
CONVENTION ATTENDANCE 


Col. C. BRB. tobbins, president of the 
Cedar Rapids Life, lew in an army air- 
plane from Cedar Rapids to Cincinnati 
Sunday, covering a distance of 500 miles 
in two hours and 50 minutes. The pilot 
was Lieut. Upston of the air corps, who 
is a White House aid. 

* * * 

Mrs. Lee F. Beymer, who was formerly 
assistant secretary of the American Life 
Convention and who had charge of the 
registration and other details at that 
desk in days gone by, attended her first 
meeting of the organization as an on- 
looker. Mrs. Beymer is now western 
manager of the “Weekly Underwriter” 
of New York and has made a great suc- 


cess of her work. 
* * * 
President J. J. Cadigan and Super- 
intendent of Agents J. W. Cadigan of 


World Life, father and son, 
many of the convention 


the New 
participated in 
activities, 











WE extend our 
earty greetings 
to guests and 
members of the 
American Life 
Convention ...... 


MIDLAND 


IFE INSURANCE 


COMPANY 


KANSAS CITY, MISSOURI 
DANIEL BOONE, President 


Insurance in Force Now 


More Than $42,000,000 
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Arnold Afraid Common 
iStocks Are Hazardous 


(CONTINUED FROM PAGE 8) 


possibly furnish greater safety than in 
the past. Conditions in industry, labor, 
finance, and management are to some 
extent stabilized. Profits may be held 
for development—instead of being dis- 
tributed as dividends. We have a 
stronger banking system than formerly. 


Would Be Expensive 
to Experiment in Market 


“Where these trends will lead is yet 
to be determined. They should encour- 
age a larger proportion of corporate 
financing through stock issues. and a 
greater tendency toward them by con- 
servative investors; but several ‘ifs’ 
must be overcome between statement 
and demonstration, and it is not unlikely 
that we shall have to pay, through 
losses, for the experience upon which 
accomplishment must be based. 

“Investment trusts, © continued and 
developed, should assure that large 
groups of stocks will be held for invest- 
ment, and will not be thrown on the 
market in periods of deflation. Greater 
publicity will furnish opportunities for 
analysis and a better understanding of 
a particular business. It remains to be 
seen, however, whether the executives 
of more than 300 life insurance compa- 
nies can pick the ‘winners’ and whether 
industrial common stocks are in other 
respects proper investments for a life 
insurance company’s funds. 


Stock Market Offers 
Only Dangerous Medium 


“A political economist has estimated 
that all possible future earnings for 
many years have been discounted in the 
recent high levels of stock values, and 





it is well to consider the following em- 
phasized statement by Mr. Rose: 

“‘The investing public in the year 
1929 has a dangerous immediate back- 
ground of optimistic history and suc- 
cess upon which to construct a con- 
servative investment program.’ 

“In conflict with the conclusions of 
Messrs. Smith and Van Strum, Mr. 
Rose is of the opinion that industrial 
common stocks are proper investments 
for life insurance companies, and, appar- 
ently not knowing the extent to which 
the laws authorize such investments, de- 
plores the fact that companies are so 
restricted as not to be able to meet the 
competition of companies which hold 
such stocks. 

“Mr. Rose does not seem to appre- 
ciate that speculative profits, as theo- 
retically reflecting the purchasing power 
of money, might in slight degree be 
advantageous to policyholders through 
annual dividends apportioned, but that 
they would probably be of the slightest 
practical benefit to the beneficiaries 
when policies mature. 


Do Not Fill Requirements 
for “Long Pull” Investments 


“We are passing through a period of 
development. There is need for wise 
counsel, and bank officials and invest- 
ment counsellors have an ‘opportunity 
for protecting the unwary and unintelli- 
gent investor. It is accepted that the 
governing principles of investment trusts 
require wise selection, diversification 
and close and continued supervision. 
That any counsellor can tbe perfect in 
selection is beyond human attainment, 
but supervision necessarily involves elim- 
inating the weak investments and the 





substitution of strong investments. 
While the investor should always buy 
with the investment, not the proprietary, 
motive, yet the policy of buying indus- 
trial common stocks with the sole pur- 
pose of holding them as permanent in- 
vestments would not conform to the 
accepted factor of supervision and sub- 
stitution. 

“Even with the wisest selection, the 
most intelligent diversification and the 
closest supervision, investments in in- 
dustrial common stocks involve uncer- 
tainties, and life insurance companies 
might jeopardize the safety of the busi- 
ness in seeking in a large way to dem- 
onstrate a theory which is in conflict 
with the investment practices of the 
past. 


Interest Basis Superior 

to Dividend Principle 

“The experience of centuries as well 
as our own business history support the 
prevailing belief that investments on an 
interest basis are more conservative than 
investments on a dividend basis, and 
they are consistent with the theory of 
legal reserves. 

“Paul M. Warburg, one of our ablest 
bankers, stated last March that an in- 
crease within two years of $15,500,000,- 
000 in the market values of the 90 indus- 
trial, railway and utility stocks in the 
Standard Statistics Company’s price in- 
dex is, ‘an accretion, in the majority of 
cases, quite unrelated to respective in- 
creases in plant, property, or earning 
power.’ Will conservative investors in a 
large way pay from four to six times 
the book values of bank stocks, and 
many times tangible values for utility 
and industrial stocks, thereby accepting 
from 1 to 3 percent income in the pres- 
ent and immediate future with the hope 
of a compensating appreciation in values 
in later years? 

“On August twenty-ninth the average 
investment yield on the 90 common 
stocks—50 industrials, 20 rails and 20 
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Appreciation 


The Ohio National Life Insurance 
Company expresses its appreciation 
to the delegates of the American 
Life Convention for their visit to 
its Home Office city, and. pledges 
its continued cooperation in the 
promotion of high ideals in life 
underwriting. 
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The Ohio National Life Insurance Co. 


Cincinnati, Ohio 


T. W. Appleby, President 
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H. B. ARNOLD, Columbus, 0. specu 

H. B. Arnold of Columbus, president “TI 
of the Midland Mutual Life, gave one and t 
of the most valuable and comprehensive B !vest 
papers at the convention, furnishing a the ¢1 
vast amount of information on com- under 
pany investments which was presented crease 
at the financial section. the U 
a past « 

i a larg 

utilities—was 2.88 percent, which would 000 01 
be insufficient under any legal reserve ade, a 
law. Most life insurance companies invest 
would avoid investments on which the will b 
income yield would be at so low a rate “Th 
as to require contributions from surplus ord o 
to maintain the reserves. as to 
“The fact that many leading fire in- portar 
surance companies shave in recent years standii 
made large investments in stocks may reason 
cause an inquiry as to why the life in- tangib 
surance companies should not do like- stocks 
wise. restric 
“The Standard Statistics Company in ing st 
May issued a survey of ‘The Fire Insur- be les: 
ance Stocks,’ in which it characterized the m 
them as ‘investment trust shares.’ Com- im othe 
ment is made that in the last five years conseq 
more than half of the so-called ‘earn- the Ar 
ings’ of the leading fire companies ‘was Sugge: 
due solely to the advance in security Hok 
prices. i 
Fire Companies’ Profits mt. f 
Result of Long Bull Market assets 
“The survey states that ‘these profits amoun 
do not, of course, represent actual earn- not be 
ings. They are nonrecurrent items, conseq 
made possible by a bull market. ... In & tations 

the strict sense, investment income and tion. 
underwriting profits constitute the only “If tl 
source of “real” earnings. ... Even a life 
granting that the insurance companies ” peri 
are among the most astute of investors, loss w 
by far the largest portion of this gain & the int 
resulted not so much from clever stock § thereby 
market operations as from the mere fact ratios | 
of a consistent five-year bull market.’ of a lif 
“A conservatively managed life insur 000,000 
ance company would not in its bas $20,000, 
dividend formula assume the contint- ment it 
ance of investment gains which at ited to 
‘non-recurrent items,’ and which should ttalizat 
be considered as additions to surplus # vestn 
rather than as ‘actual annual ecarmings Outline 
Losses on Mortgages Limit 
Never Could Be Serious “lf d 
“We have seen the hysterical appre — * "xed 

ciation in the values of farm and city B Could 
properties, but on mortgages of from 5? and D 
to 60 percent of such values there must F "sultu 
be a depreciation of from 40 to 50 per Fatios, ; 
cent before there is any loss to the commis 

mortgagee. The ultimate losses on thes W mar 
investments will not be serious. On the made, 
other ‘hand, there is no margin of salety Particul 
upon investments in stocks, and every eee 
horiz 





percent of deflation is an actual loss. 
50 percent fall in real estate values ros 
the peaks would not entail serious loss¢ 
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on mortgage loans, but a drop of 10 or 
90 percent from the peak in stock values 







might be a serious matter. 
“Those who urge that common stocks 
are safe and proper investments for life 





insurance companies will point to stabil- 
izing factors which have not always ex- 
jsted, and, dazzled by the rainbow tints 
of hope, may decry traditional invest- 
ment policies and the experience upon 
which the success of the life insurance 
business has been built. There should 
be something approaching a demonstra- 
tion that the proponents’ theories are 
practical. The ‘old fogies’ who have not 
hazarded policyholders’ funds in specu- 
lative investments will be conservative 
in weighing theories and in refusing to 
accept them until thoroughly tested. 














Market Now Poor One 
to Demonstrate Theories 


“Such an issue is not positively 
demonstrable, except by the hard les- 
sons of experience, and the stock mar- 
ket of 1926-29 does not afford an at- 
mosphere for an impartial consideration 
upon which to base a sound conclusion. 
We know with assurance that there can 
be no such demonstration on an invest- 
ment program developed in this highly 


















oO. speculative market. ; 

president “The lack of uniformity in the laws 
rave one and the enormous volume of funds to be 
‘chensive @ invested justify careful consideration of 
‘ishing a fp the enlargement of the investment field 
on com- under existing and future laws. An in- 


crease Of $10,000,000,000 in the assets of 
the United States life companies in the 
past decade suggests that there will be 
a larger increase—possibly $14,000,000,- 


presented 


h would 000 or $15,000,000,000—in the next dec- 
reserve ade, and the problem of finding suitable 
ym panies investments for this volume of funds 
hich the will be more serious. 
Ww a fate “The provision as to the dividend rec- 
1 surplus ord of a stock might be elaborated so 
as to furnish greater security. It is im- 
- fire in- portant that there should be no out- 
nt years standing securities having priorities, by 
cks may reason of which there might be no 
» life in- tangible assets behind the common 
do like- stocks. If a iife insurance company is 


restricted to 3 percent of the outstand- 


ipany in ing stocks of one corporation it would 


e Insur- be less likely to become responsible for 

acterized the management of the enterprise, and 
Com in other ways to become involved in the 

ve years consequences which were referred to by 

d ‘earn & ‘he Armstrong committee. 

ucs Wa BH Suggests 1 Percent 

security 


Holdings Restriction 


“If it is further restricted to the hold- 
ing of not in excess of 1 percent of its 
assets in a particular corporation, the 


e profits amount at risk in one investment would 





1al_earn- not be so large, and would make those 
items, consequences less probable. These limi- 
oe tations would assure wide diversifica- 
me and tion. 
the only “If the total amount of stocks held by 
. « Even a life insurance company is limited to 
ympanies 0 percent of its admitted assets any 
ivestors, ‘ss would probably not be serious and 
his gain the interests of policyholders would not 
er stock @ thereby be endangered. Under these 
rere fact ratios the maximum stock investments 
arket.’ of a life insurance company with $100,- 
fe insut- 000,000 of assets would be limited to 
ts basic $20,000,000, and the maximum invest- 
continu ment in one corporation would be lim- 
ich are ited to $1,000,000, regardless of the cap- 
, should & 'talization of the business in which the 
surplus Ivestment is made. 
arnings Outlines Other Possible 
Limitations in Companies 
‘lf deemed advisable there might be 

| appre- 4fxed maximum on the amount which 
and city could be invested in one corporation, 
from 50 and bot as to this and the amounts 
re must resulting from the application of the 
50 per: Fatios, aut rity could be vested in the 
to the commiss ner of insurance, in each case | 
on these where an exception might properly be 
On the made, i written application with full | 
f safety Particular to him, and with a written 
d every permissi m and record in his office, to 
loss. / authorize an increase in any of the limits 
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Sees Bright Future for Aviation Cover 





In view of the remarkable growth of | increase in the future, because it will in 


American aviation and the constant de- 
mand of operators, employes and pas- 
sengers for insurance protection against 
this hazard, the address of C. B. Rob- 
bins, president of the Cedar Rapids Life 
of Iowa, was of unusual interest. 

On the subject “Should We Exclude 
the Aviation Hazard?” Mr. Robbins de- 
clared that an extra premium charge for 
additional hours flown by passengers 
over a set minimum does not appear to 
be the solution, although many compa- 
nies have adopted it. 


the kind of air travel rather than the 
number of hours in the air. He sug- 
gested that a committee of actuaries be 
appointed to study the entire proposi- 
tion, and if possible to formulate a table 
which could serve as a guide to compa- 
nies in considerimg the hazard. Mr. 
Robbins said in part: 


Foresees Air Travel 
as Commonplace Method 


“No one, of course, can foretell the | 


exact extent to which travel by air will 


Instead, he said, , 
the extra premium should be based upon | 





some measure depend upon the perfec- 
tion of safety devices which have already 
been invented and the discovery of many 
others in the future. To my mind, how- 
ever, it is not too much to look forward 
to the day when travel by air will be- 
come as commonplace as travel by auto- 
mobile or railroad, and what is more im- 
portant to the life insurance business, 
will become as safe. 

“The element of danger to life and 
limb at the present time in travel by air 
has been and is being much over esti- 
mated. 


Plane Deaths Average 
Petter Than Railroads 


“T dislike to weary you with statistics 
which can be obtained for the asking 
from the Department of Commerce. 
The interstate commerce commission 
figures show that in the passenger and 
freight business during the year 1928 we 
had one fatality for every 172,768 miles 
traveled by rail. 

“The Department of Commerce fig- 





was lost for every 191,500 miles traveled 
—a better record than that made by the 
railroads—but it should be noted that 
the fatalities given incurred in the travel 
by railroads include the number of per- 
sons killed at grade crossings by trains. 

“Many recent tables have been pub- 
lished as to the rates charged by various 
companies, the latest one published by 
this convention being the report of a 
committee of which Arthur F. Hall was 
chairman, prepared and distributed in 
October, 1928. An examination of this 
synopsis shows a widely varied practice 
on the partsof companies in the assump- 
tion of the aviation risk, and emphasizes 
how badly the life insurance business 1s 
in need of actuarial work on the subject 
in order that a definite policy can be 
safely pursued by all companies in their 
charges. 


Emphasizes Absence 
of Adequate Tables 


“There is no long period of years 
from which experience may be gained 
and the constantly shifting factors of 
safety in the development of the airplane 
has been such that it may be years be- 
fore stabilization comes to the industry 
to such an extent that any authoritative 
tables can be prepared. It would seem, 


ures show that in civil aviation one life | however, that tables prepared at the 























WE DENY THE ALLEGATION 


The late Senator Ingalls told the 
world that opportunity knocked 
at a man’s door but once. 
We are affording good 
men a choice of opportunities any 
one of which, if grabbed, places a 
man on the high road to success. 


dissent. 
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Cincinnati 


Drop us a line soon 


THE BANKERS RESERVE 
LIFE COMPANY 


Home Office, Omaha, Nebr. 
BUSINESS IN FORCE $128,000,000.00 


Let us give you proof. We now 
offer openings in the richest ter- 
ritory in the world, with liberal 
contracts, all of which is well 
worth your consideration. 


Here are some of the locations 
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$100,000,000 
MARK 
of Life Insurance 
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Celebrating This Epochal Event, We Are Com- 
pleting a New 22-Story Home Office Building to 
Provide More Room and Greater Facilities for Giv- 
ing Better Service to Our 45,000 Policyholders. 


More Agents Wanted 
Openings in 36 States 


CONTINENTAL 
LIFE INSURANCE 
~ COMPANY 


St. Louis Missouri 
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SAINT PAUL 


THREE Dividend Increases in Three Years— 
1927, 1928, 1929. 


NINE New Schedules in SEVENTEEN Years— 
1909, 1911, 1913, 1914, 1922, 1923, 1927, 1928, 
1929, 





No reductions in Dividends during the Influenza and 
War Periods—A ratio of Net Surplus to Net Liabilities 
of over 9%. 


AGENCY OPPORTUNITIES IN 
TWENTY-EIGHT STATES 


Write the Home Office—Saint Paul, Minn. 


























present time based on what experience 
we have had, and upon statistics which 
are at the present time available, would 
leave a good margin of safety, inasmuch 
as the travel is constantly becoming 
safer. 

“The fact that the airways are lighted 
is also an additional factor of safety, as 
well as the fact that the ground over 
which the plane is flying has numerous 
intermediate landing fields where the 
pilot may land if something should go 
wrong with his ship. 


No Need for Extra Charge 
With Use of Parachutes 


“Equipping with parachutes should be 
insisted upon. Under those circum- 
stances, personally, I do not see where 
it is necessary to charge any additional 
premium for air travel. The additional 
risks increase rapidly with the last three 
situations which I have described, until 
in the case of a man who is flying his 
own or somebody else’s plane without 
any knowledge of the business, no 
amount of premium, however large, 
would be sufficient to cover the risk 
assumed by the company at the present 
time. It is these men who make up the 
bulk of the airplane casualties which 
crowd the pages of our papers daily.” 


Sales Are Best 
Aid to New,Men 


(CONTINUED FROM PAGE 6) 


ness more than anything else—is some 
assistance through some means that will 
help him learn, not so much the com- 
plete details of our business, but rather 
the mechanics, as Mr. Jaeger calls 
them, of actually making sales? 

“No one recognizes more fully than 
I do the important place that such 
courses have in our agency development 
program; but they do not, in my opin- 
ion, solve the most pressing problem 
of the new man, and that is, how he 
can be equipped to earn commissions 
in the shortest space of time. 

“It is my further opinion that it is 
just as important that the manager or 
general agent should be a man who has 
general business ability as it is that he 
should have first-rate ability in insurance 
matters. It is not sufficient that the 
manager or general agent should be 
schooled and skilled in insurance; he 
must also possess sound general busi- 
ness knowledge and judgment. It is im- 
portant that he be a man who is and 
has been wise and judicious in the han- 
dling of his own affairs and has demon- 
strated that he can direct and guide 
others in the handling of their affairs.” 


Declares Training Agent 


Is of Prime Importance 
(CONTINUED FROM PAGE 6) 


dear to the prospect, he will be able to 
carry conviction to the purchaser, raise 
the standards of our business and put 
up a barrier that will be hard for the 
twister to hurdle. 

“Next, under this general heading, the 
new ‘salesman should be given a clear 
understanding of what his individual 
company stands for. If we take suffi- 
cient time and lay proper stress on this 
moral foundation, we will go a long 
ways toward eliminating the rover or 
drifter from other organizations. 

“My company has prepared a rather 
extensive loose leaf book, that in a com- 
prehensive way gives to the new sales- 
man the very things that I have men- 
tioned above. 

“The next step for this man is that 
of giving him the proper mental foun- 
dation. You and I should insist that 
our general agents give to the new sales- 
man a complete course of instruction in 
order that he may carry conviction with 
him in his sale and be able to show the 
buyer why he should purchase life in- 
surance for the protection of his family, 
his business and for himself in his old 
age. 

“Right here I want to say that there 
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Discusses Aviation 














Cc. B. ROBBINS, Cedar Rapids, fa, 
President Cedar Rapids Life 





is great danger in giving the new man 
too much information. We can not be 
too careful about this very thing. You 
must give him just sufficient information 
to be mastered step by step, otherwise 
there is probability of causing mental 
indigestion and making him feel that 
the business is so complicated that he 
will never be able to handle the subject. 

“There are many agency managers, 
who, up to this point, follow the prac- 
tice of giving instruction to the new 
salesman and who then fall down in 
their proceedings by allowing the man 
to go into the field withowt assistance, 
permitting him, as it were, to work out 
his own salvation. To me this is the 
most critical time in the 
experience. 


Advises Not to Send 
Agent Into Field Alone 


“This man should not go into the field 
alone. He has had an abundance o 
theory, and now it is time for him to 
have a practical demonstration of what 
all this theory means. We should see 
to it that an experienced salesman goes 
with him for a good many days. Iti 
preferable, of course, to have that sales- 
man a supervisor of the agency, or bet- 
ter yet, the agency manager himself. He 
will need constant guidance over the 
rough spots and around the obstacles 
that usually appear before the new mai, 
as he starts out in his undertaking. 

“After some time in the field under 
the guidance of an older, thoroughly es 
tablished salesman, he should then be 
given the opportunity to ‘go it’ alone 
for a while. At this particular stage 
this new man’s activities, if the manager 
will do his duty, he will be able to dis 
cover qualities of strength or weakness 
in that particular individual which would 
never come to his attention in an ofhce 
interview or in an agency school. 

“All of these things your managers 
know, but I feel that we are all guilty 
in not being willing to exert ourselves 
enough in training these salesmen in tht 
ethics of the business. These men att 
usually mature men when they stat 
in our work, and I am afraid we take too 
much for granted, thinking that on a 
count of their maturity they know mort 
about the business than they really de 

“This preliminary school of instruc 
tion is only the primary grade. Altes 
this man has been in the field for some 
time and shows his aptness, his ability 
to grasp the information and to makt 
successful use of it, he should then bt 
brought into another class for furthe 
schooling in some of the more intricatt 
phases of the business, such as month} 
income policies and trust fund agree 
ments, and also to be advised from tim 
to time of new plans which are co” 
stantly being formulated.” 


new agent's 
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Reviews Cases 
Upon Disability 


(CONTINUED FROM PAGE 5) 


“It may be said that the majority 
le is... that the failure to file the 
sof or do some act in connection with 
‘he contract is excused by reason of the 
tal incapacity to act in the matter. 
“In an effort to control and if possible 
‘iminate claims that were filed long 
iter disability had commenced and after 
iefault in the payment of premiums, 
many of the insurance companies 
opted a disability clause in which it 
sas very Clearly stated that if the in- 
sured, after the payment of the first 
remium and before default in the pay- 
ment of any subsequent premium, fur- 
sished due proof of total disability that 
thereafter certain benefits would be 
granted. 


Clause Was Intended 
to Require Quick Proof 


“It does seem that if plain English 
means anything that such wording 
would make the filing of the proofs be- 
fore the default the absolute condition 
precedent to the attaching of any lia- 
lity under the disability clause. 

The most recent case is the case 
ithe New England Mutual Life In- 
surance Co. vs. Reynolds. The insured 
evond any controversy became insane 
ror to the due date of the premium 
tht was not paid and for which the 
licy lapsed. In relieving the com- 
any of liability, the court said: ‘We 
are of the opinion that furnishing proof 
i disability to the insurer is made a 
mdition precedent to the waiver of 
premium payments under the supple- 
mental agreement set out in the spe- 
ial plea above.’ 


Reviews Other Cases 
Favoring Companies 


“A case deciding the same question 
nd exonerating the insurance company 
irom liability is New York Life Insur- 
nce Company vs. Alexander. The same 
question was presented for solution in 
Hanson vs. Northwestern Mutual Life 
surance Company. The _ appellate 
urt, in affirming the judgment of the 


tial court in favor of the insurance 
company said, in part: ‘An examina- 
tion of these provisions and of the 


tipulation of facts will disclose that ap- 
pellant has not brought her case within 
the terms thereof.’ 


“It would seem that in view of the 
clear and unmistakably plain English 
at was employed in the disability 


clause prepared to meet this situation, 
at the principles laid down in the fore- 
omg cases would represent the only 
terpretation of the contract and would 
represent the uniform decision of the 
courts. This, however, is not true, as 
veral courts have held to the contrary 
a have allowed recovery, even in the 

st flagrant cases of failure to comply 
ith the condition precedent as to filing 


Levan Case Goes 
Against Carriers 


Metro- 
The insured 
insane. No 


“The recent case of Levan vs. 
itan Life is such a case. 
a a barber and became 


Mots of disability were filed and the 
Hcy a lowed to lapse. The court, how- 

“er, held: ‘The provisions o erated 
on the contract only subsequent to 
€ fact of injury or sickness.’ 


cent case of Rhyne vs. Insur- 


ce | pany involved the same clause 
roviding plainly and unmistakably that 

condition precedent to the attach- 
£ of hability was the filing of proof 
Nor to the default in the payment of 
‘ty premimum. The court, however, 
‘versed a judgment of non-suit ren- 


“ered by the trial court. 


Recommends Statirg 
This Clearly in Policy 


lt would appear that the reason for 
ing to give the words their literal 
Meaning Was that it was not definitely 


tanli 
a 


Agent’s Service 
Most Important 


(CONTINUED FROM PAGE 6) 


and never will sell life insurance; how- 
ever, the value of this service is three- 
fold: 


Explains How Offer Aids 
Agent in Making Sales 


“First, it systematizes an agent’s work 
to such an extent that we know he is 
going to see at least 28 prospects within 
a short time. Second, we know that 
that agent is going to have 28 inter- 
views—not calls—but actual interviews 
with those prospects. And thirdly, we 
know that our company is going to get 
favorable publicity from the fact that 
28 people are going to be using each 
day a souvenir which has been presented 
them by the Pan-American Life. 

“During the past year, our company 
has inaugurated the plan of periodically 
holding field schools of instruction. 
These meetings are not inspirational 
conventions, but are exactly what their 
name implies—schools of instruction. 
All entertainment features, with the ex- 
ception of an informal banquet, are 
eliminated. We believe these meetings 
should be serious affairs and we have 
found that the agents actually prefer 
that they be made that way. 


Find Sales Schools 
Of Practical Benefit 


“We believe these schools of instruc- 
tion have been of material benefit to the 
members of our sales organization. As 
a result of the meetings, our agents 
have gotten a better knowledge of their 
business. 

“Circularizing services, educational 
courses, newspaper advertising, schools 
of instruction, agency visits, good policy 
contracts—I well realize that every com- 
pany represented here today is con- 
stantly doing these sorts of things for 
the benefit of its field organization. But 
sometimes I wonder if this business of 
rendering ‘field service’ is not confined 
almost entirely to the officials and mem- 
bers of the home office’s agency depart- 
ment. I am afraid that sometimes our 
underwriting, investment, renewal de- 
partments and others overlook the fact 
that their very existence is dependent 
upon the success of the men in the 
field.” 


Publicity Work Appreciated 


The newspaper men present, appreci- 
ating the valuable work of Secretary 
Claris Adams, Miss Garnet Smith, his 
personal secretary, and David F. Bar- 
rett, publicity director of the American 
Life Convention, addressed a joint letter 
to President Ayres telling of the mag- 
nificent accomplishment that had been 
done in gathering advance material for 
the use of the papers. The letter was 
read by Judge Byron K. Elliott to the 
convention, which reciprocated with a 
vote of gratitude to the newspaper 
workers. 


Appleby Gives Luncheon 


President T. W. Appleby of the Ohio 
National gave a large luncheon Wednes- 
day at the Cincinnati Club with Judge 
C. S. Younger, Ohio superintendent of 
insurance, as the guest of honor. Special 
entertainment was provided after the 
luncheon for about fifty guests, among 
whom were numbered many of the 
prominent members in attendance at the 
convention. 


other total incapacity would not excuse 
the filing of proofs. 

“It is, therefore, recommended that 
the clause in question be changed so as 
to definitely get this provision into the 
contract, to the end that the filing of 
proofs will not only be a condition pre- 
cedent, but that it can be said that the 
insured, while sane, definitely contracted 
that the proofs should be filed, even 











YOU Who Are Interested 
in Selling Life Insurance 


or who may become interested in its sale, will want to 
_— why The Gem City Life Insurance Company has 

arly 14 times as much insurance in force at the close 
of 1928 as it had ten years before. 


The agency contract and the unusually wide range 
of underwriting provided by the company, that includes 
all standard and many special forms of participating 
and non-participating life, accident and health and group 
policies, with premiums payable monthly, quarterly, semi- 
annually or annually, are some of the substantial reasons 
for the outstanding progress the company is making. 


There are other equally impressive reasons and if 
you will write to I. A. Morrissett, President, at Dayton, 
Ohio, he will be glad to give you complete details of that 
agency contract ‘and the very many reasons why it will 
pay you to join the rapidly exp inding agency staff. 

The company wishes representatives in Ohio, 
Michigan, West Virginia, Tennessee, Alabama, Georgia, 
Louisiana, Florida and the District of Columbia. 


The Gem City Life Insurance 
Company 


or Dayton, OHIO 
The Rapidly Growing Company 


























Ww. L. MOODY, JR. WwW. L. MOODY, Ith W. J. SHAW 
Prenéent Vice-President Secretary 
SHEARN MOODY T. L. CRosS 


Vice-President Vice-President 


American National 
Insurance Company 
GALVESTON, TRKAS 
$568,557 ,042.00 INSURANCE IN FORCE 


We Have Openings for Live Men in 


Kansas Minnesota Texas 
Kentucky North Carolina West Virginia 
Michigan South Carolina 


Under Direct Home Office Contracts 


ORDINARY—INDUSTRIAL 
GROUP—HEALTH AND ACCIDENT 


Liberal First Year and Renewal Commissiens 
Up to Date Policies—Non Medical—Group and Special Low 
Premium Plans Offering New and Attractive Features. 


If Interested Address 


AMERICAN NATIONAL INSURANCE CO. 


GALVESTON, TEXAS 
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HE OTIS HANN CO. 


LIFE INSURANCE 
CONSERVATION 


AND 


RECLAMATION 


JACK ROBERTS HANN 
President 


10 South La Salle St., Chicago 








Maryland!! 
Washington, D. C.!! 











Excellent General Agency 
Positions Open in Best 
Insurance Territory 


sgn 
Special Direct Contract 
Whole-hearted Cooperation 


Inquire now while field is still open and there is some choice 
remaining for the “Early Bird” 


George Washington Life 
Insurance Company 

















Home Office 
1014 Kanawha Street 
Charleston, West Virginia 














Dingman’s Novel Way of Writing Disability 





(CONTINUED FROM PAGE 5) 


of nature is self-preservation. That is 
ego. The second law is preservation of 
the species. That is sex. 


Basic Laws of Mankind 
Are Involved in Problem 


“Personal insurance is based on these 
two instincts of human nature—preser- 
vation of the individual and of the 
species. A further advance in the evo- 
lution of personal protection was the 
pooling of resources so that certain 
stipulated relief would be forthcoming 
in event of need. Undoubtedly the 
earliest of all assurances was self-pro- 
tection. 

“Life insurance represents man at his 
idealest, buying what he need not buy 
to protect whom he no longer need 
protect in event of his death. Theoret- 
ically, disability insurance can also be 
an expression of idealism. But, let us 
be practical, the primary appeal of dis- 
ability insurance is_ self-preservation. 
The urge is ego and ego reveals human 
nature at its human naturest. 


Human Nature, and Not 
Reason, Is at Bottom 


“Consequently, the disability problem 
ought to be adjusted not to human rea- 
sonings, but to human nature, of which 
the reason is but a part, and by no 
means the greatest part. 

“Human behavior it is that demands 
our understanding and two large groups 
require careful appraisal, applicants 
when seeking coverage, and policyhold- 
ers when claiming indemnity. 

“Surely, then, the solution of the dis- 
ability problem lies in intensive indiv- 
idual analysis of our clients. Thus only 
can we insure acceptance of applicants 
who are unimpaired, and payment to 
claimants who are not unimpaired. Study 
leads inevitably along three lines: phy- 
sical, ethical, and psychical. 


Young Underweights Are 
in Questionable Group 


“Some individuals are dangerous phy- 
sically. Young underweights for ex- 
ample. They have too many claims and 
too many long claims. They lack phy- 
sical stamina. Some individuals are 
dangerous ethically. As applicants they 
understate, as claimants they overstate, 
and always they mis-state. They lack 
moral fiber. And some individuals are 
dangerous psychically, by which I mean 
their mental attitude toward their plaints 
and complaints. They lack a sense of 
proportion. 

“It would be difficult to overestimate 
the importance of the psychic in human 
nature. Yet, so far as I am aware, this 
is the first time the assertion has entered 
the literature that appraisal of a risk 
for disability insurance involves three 
major considerations — physical and 
ethical and psychical. 

“As every claim man knows, there are 
some claimants who are disabled two 
days only for removal of tonsils, and 
some two weeks. There are some claim- 
ants who are disabled two weeks for 
removal of the appendix, and some two 
months. There are some individuals 
who are quickly impressionable to the 
suggestion that they are sick. 


Some Individuals Respond 
Quickly to Suggestion 


“Conversely, too, there are other in- 
dividuals who resist any such idea and 
if they do suffer disability, are quickly 
responsive to the belief that they are 
well again. Study of various races ac- 
cording to impressionability will help us 
amazingly in evaluating some risks. 

“If then our policyholders are to be 
qualified physically, and ethically, and 
psychically, our underwriters must be 
broad-gauged, with a viewpoint that is 
greater than technical. They must select 
applicants who are strong in body, 
sound in morals and sane in mental out- 
look. The mass handling of our clients 





has not produced satisfactory result 
Let us turn now to individual a: 
and stress the personal characteri 

our applicants. 


Makes Comment on Odd 
Experience of Companies 


“Impersonalities can be expensive, |; 
may or may not prove the point whe 
we observe that the 15 United States 
billion-in-force companies who wrote 
disability insurance in 1928, paid oy 
68 percent of the premiums they cg. 
lected, $43,634,551, while the 15 smalley 
United States companies with $100,000, 
000 in force, at the end of 1928 paid 
out only 29 percent of their disability 
premiums, $1,185,031. (Table A). 

“Conservatism of smaller companies 
may be the explanation. But, very pos. 
sibly the reason the smaller companies 
are having so much less trouble with 
the disability problem is because of their 
closer personal relationship betwee 
home office and field, between agent and 
policyholder. 

“The proposed standard provisions 
recommended by the actuaries of insur. 
ance departments and large companies 
to restrict the disability clauses of life 
insurance policies, may be desirable for 
small companies. They are vital for 
large companies. 


Standard Provisions Are 
Enemies of Selfishness 


“Analyze them and it will be observed 
that they are designed to combat the 
selfish interest of applicants. Elimina- 
tion of the 30 and 60 and 90 day clauses 
in favor of the 120-90. Elimination of 
benefits in excess of 1 percent of the 
face of the policy. FPro-rating of in 
demnities if they exceed 75 or 100 per 
cent of earned income. Standardizing 
the disability clause lessens the appl- 
cant’s power of selection against the 
company. All of which has value if we 
hold clearly in mind that contractual 
provisions can never replace sane ané 
sound underwriting. 

“When there is special incentive to 
collect, human nature is at its intensest 
It behooves us to speculate how ou 
clients will regard their coverage. 


Individuals Declared 
Products of Forbears 


“To forecast future conduct of the 
individual we consider his past. But 
code of conduct is an elusive thing that 
varies with age and sex and economit 
circumstances. The basic determinants 
of character are heredity and enviror 
ment. It is startling to reflect how 
largely our lives are predestined. Actv- 
ally, the dead control the living. Ow 
forbears begat us and what they wert, 
we are. They bequeathed us physical 
and mental temperamental att butes. 
They have passed to us their beliefs and 
desires; yea, even as expressed in ei 
vironment. Yet we have paid little heed 
to nativity as we have accepted dis 
ability applicants. 


Happy Ervironment Has 
Strong Beneficial Effect 


“Undoubtedly a happy env! ronmed 
will do much to improve good stock até 
counterbalance an unfavorable heredit) 
How much? Who knows? & 

“Ancestry should be a major consi 
eration as we consider applicants !0 
disability insurance, particularly so * 
thev are foreign born and their & 
vironmental influence has yet to 
proved. 

“Environment we can appraise imtel! 
gently if we hold three phases definite? 
in mind: Business life, domestic 
and personal pursuits elsewhere. Cir 
cumstance tests theory against practice 
It illustrates the reactions of the ™ 
dividual against the circumstances tha! 
he cannot control. It shows how ™ 
withstands strain and stress. 

“Heredity-environment-circun! 


— 
ynten 


stance 


tober 1 


pen che 
nd her 

practice 
plicable: 



















































































A. Ance 
g. Busir 
¢, Conjt 
D. Persc 
p. Insur 


perience. 


i) ebit Fore 
He Conf 


“a We 
vidual ut 
merican 4 
er compa! 


erations 


“B. We 
$s, the 1 
bankrup 
honable bi 
an in ille 
“. We 
sponsibili 
» marital 

rupulous 
‘DD. We 
oo much 

regardles 
febts and « 
“E. We 
surance e€ 
nd applicz 
individuals 
nd comm 
nd busines 


Requires T 
of Minds 
“Let us 
{mind ar 
isability i 
tuarial m 
cs, the n 
widual im 
ind to ur 
“Three 
aland th 
bf these is 
nd medical 
cal aspect: 
tresses hut 
ir 


er indemni 
kinsin 


(CONT 


Sno adeq 
hich eith 
ated. Th 
he fact that 
effect in 
oOmparative 
ally to t 
uses user 
om time t 
Mderwritin 
mas also t 
ntially th 
ad enforce: 


voubts Tha 
Will Be ' 
“It seem: 
nce Pe 
tliable as ¢ 
pice proj er, 
“It rema 
he commiss 
Provisions jj 
dvantage S 
Provisions 4 
Mies for bei 
tent of 
Mtermining 
© their use. 
“W hat Se 








AMERICAN 


LIFE CONVENTION NUMBER 





, 192Mntober 19, 1929 





19 
—=— 











nen check by insurance experience. 
sj here is a scale simple enough to 
practical and practical enough to be 


ility 


plicable: 
4. Ancestry 
an g, Business life 
Be ¢ Conjugal life 
risties p, Personal deportment 
“CS OU» Insurance experience 
“\ refers to race. B-C-D refer to 
“ronment and the reactions to cir- 
: mstances in these phases of life. E 
nisive. Whores to knowledge gained by insurance 
nt whey perience. 
d States’ 
> wrotellmsbit Foreigner Unless 
aid oul He Conforms in Ethics 
7 “A. We debit the foreign-born in- 
100,000. vidual unless he conforms as to the 
923 paid merican code of conduct under which 
lisability ss companies operate. The second gen- 
4).  jgpation is partly under foreign influence, 


urtly American, Usually it takes three 
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— erations for complete Americaniza- 
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ble wil “B. We debit the sharpster in busi- 
- of therm’ the man who escapes obligations 
between bankruptcy, the man who has ques- 
vent sal ponable burglaries and fires, and the 

"fan in illegal vocations. 

-ovisiony ‘C. We debit the man whose home 
of insurgesponsibilities are shirked. If he fails 
mpanies » marital obligations, he may be un- 
s of lie rupulous also in insurance dealings. 


‘D. We debit the man who drinks 
» much and gambles too much and 
s regardless of the rights of others with 
lebts and other responsibilities. 

“E. We recognize truths learned by 
surance experience, and debit women, 
nd applicants for large amounts, and 
ndividuals whose earnings are in fees 
nd commissions rather than salaries, 
nd business that comes from hot spots. 
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Requires Three Types 
of Minds to Underwrite 


100 perm “Let us recognize that three types 
ardizingggt mind are needed if we are to write 
e appl-™™isability insurance successfully: The 
nst thefictuarial mind to analyze mass statis- 


ies, the medical mind to explain in- 
ividual impairments, and the practical 
mind to understand human nature. 
“Three minds, the actuarial, the med- 
a,and the practical. And the greatest 
i these is the practical. The actuarial 
nd medical minds comprehend the phy- 
al aspects of a risk. The practical mind 
tresses human nature and applies psy- 
hology in  selection—study of the 
uman mind and how it works when 
plying for insurance, thereby antici- 
ating how it will work when applying 
t indemnity.” 
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Timely Survey 
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Sno adequate experience data from 
hich either can accurately be esti- 
mated. This is partially attributed to 
he fact that disability benefits have been 
effect in a considerable volume for a 
paratively short period of time, par- 
ally to the great variation in the 
auses used by the various companies 
tom time to time, to the differences in 
derwriting and claim practice and per- 
ms also the difference in which sub- 


tant features of the proposed standard 
provisions are as follows: 


Sums Up High Points 
of Proposed Contract 


“1, Total disability defined as in- 
capacity to engage in any occupation 
for wages or profit. 

“9. Permanent disability presumed 
after total disability has existed -continu- 
ously for not less than four nor more 
than 12 months. 

“3. Notice required within period of 
disability and during life time of insured 
with saving clause if not reasonably 
possible. 

“4. Not less than six months retro- 
active waiver of premiums during dis- 
ability preceding notice. 

“5. Recognition of disability com- 
mencing during grace period with de- 
duction of premium with interest. 

“6. Elimination period of three 
months on income payments, no pay- 
ments to be retroactive for more than 
one year prior to notice or for the first 
three months of disability. 

“7, Discontinuance of benefits upon 
recovery. 

“8. Optional prorating clause. 


Get Adverse Decisions 
on Elimination Period 


“For some time a number of compa- 
nies have included an elimination period 
in the clauses and decisions have begun 
to appear in the reports construing such 
clauses. The majority of these decisions 
have not been favorable to the compa- 
nies, the courts holding that at the ex- 
piration of the period payments were to 
be retroactive and that the period only 
fixes the time when the first payment is 
to be made. 

“The proposed standard provisions 
make no reference to an incontestable 
clause. It would seem, however, that 
where it is the practice of the company 
to have the disability clause attached to 
the policy by rider, a separate incon- 
testable clause should be included and 
that, wnless it is the intention to waive 
defenses barred by- the incontestable 
clause, the rider if subsequently attached 
should bear the date it is attached to 
the policy. 


Draws Conclusions 
From Recent Rulings 


“Summarizing, my conclusions from 
the decisions reviewed are as follows: 

“1. If disability benefits are made 
applicable after total disability has ex- 
isted for a specified period, the word 
‘permanent’ should no longer be used 
to describe the clause or benefits or 
otherwise in connection with the dis- 
ability clause. 

“2. That the requirements and benefits 
contained in the standard provisions in 
connection with notice and proof of loss 
are sufficiently new to warrant careful 
attention to drafting the clause, if it is 
changed to comply with these pro- 
visions, to the end that greater uniform- 
ity in judicial interpretation may result. 

“3. More definite language than 

heretofore in general use is advisable 
in connection with the retroactive pay- 
ments and the elimination period. 
“4. Where the clause is used as a 
rider, the incontestable clause in the 
policy should receive consideration in 
dating the rider when the rider is at- 
tached subsequent to the date of the 
policy, and it would seem that the rider 
should contain an incontestable clause 
or a provision modifying the incontest- 
able clause in the policy in its applica- 
tion to the rider.” 


Insurance Commissioners Present 


Five insurance commissioners attend- 
ed the meeting. Judge C. S. Younger, 
Ohio superintendent, gave the address 
of welcome and was accompanied by his 
son, who also is in one of the state de- 
partments. W. C. Robinson, actuary of 
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ck an™atially the same clauses are applied 
sredity Mee enforced in the various jurisdictions. 
— bts That Experience 
se Will Be Very Reliable 
so iff ‘It seems doubtful whether experi- 
‘ir ence upon this clause will ever be as 
to beable as that obtained upon life insur- 
pace proper. 
intell: tremains to be seen how many of 
finitely F°* Commissioners will put the standard 
ic lie@visions into operation. The expected 
Cir- dvantages from the use of standard 
-actice "Visions may compensate the compa- 
he infme'’s for being deprived to a considerable 
s thaigi®*tent of any initiative or latitude in 


getermining upon the clause best adapted 
© their uses, 


What seem to be the most impor- 
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the department, was on hand. Commis- 
sioners Ray Yenter of Iowa, C. C. Wy- 
song of Indiana, Jess G. Read of Okla- 
homa and A. S. Caldwell of Tennessee 
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Plays Big Part 
in U. S. Growth 


(CONTINUED FROM PAGE 17) 


rapidly becoming apparent that some 
vehicle, public or private, must be found 
for organizing and managing systems of 
old age pensions which shall be purely 
pensions without those frills which so 
materially increase the cost. Our com- 
panies must meet this problem and meet 
it squarely if we do not wish to see it 
taken out of ourehands by government. 

“Surely, the institution of life insur- 
ance in this country will be alert to de- 
vise and present appropriate means of 
satisfying the growing demand for this 
sort of protection on a basis which, both 
in cost and in administration, will be 
superior to any service which govern- 
ment may be expected to provide. 

“The foregoing are some of the direct 
relationships between life insurance and 
the business structure. But there are 
indirect services and activities which are 
of quite as much importance to business 
as life insurance itself. Of these the 
one which most readily occurs to us 
relates to the investment of the funds of 
the life insurance companies. 

“And so it is significant that the 
monies which are being invested for our 
policyholders are not only serving these 
policyholders in maintaining their insur- 
ance intact and in strengthening the 
security of their funds, but what is 
equally important, they are serving, in 
no small way, in stabilizing the invest- 
ment structure of the country and sup- 
porting the development of sound busi- 
ness in the major industries. 

“One may well doubt whether this 
country would have reached its present 
economic position if legal reserve life 
insurance had not attained its predom- 
inant place in our affairs. 

“Another by-product of the life insur- 
ance business which must have had an 
appreciable effect on the business struc- 
ture of the country is the improvement 
of the public health. 

“Cooperation — collaboration — inter- 
change of ideas—interrelation of activi- 
ties—these spell the watchword of 
American business in the second quarter 
of the 20th century when the second and 
the third hundred billion of life insur- 
ance will be written.” 





Gold Is President of Convention 





Col. Robbins Looms Up as 
Presidential Material 


T'resident H. M. Woollen, who retired 
as president of the American Life Con- 
vention two years ago and, as has been 
the custom, was elected a member of 
the executive committee, retires from 
th committee, although ex-presidents are 
always members ex-officio. Mr. Wool- 
len has been one of the most construc- 
tive forces in the organization, a man 
of fine vision, courage and resourceful- 
ness. 

Col. C. B. Robbins, president and gen- 
eral counsel of the Cedar Rapids Life, 
was reelected to a place on the commit- 
tee this year. It is the hope of many in 
the organization that a year hence he 
will be elected president. He has had 
a wide public experience, serving in the 
Iowa senate, being a judge, having a 
distinguished army career and then be- 
ing assistant secretary of war until the 
close of the last administration. 


Chicago Selected 
for Next Meeting 


Francis V. Keesling of San Francisco, 
who was elected a member of the ex- 
ecutive committee, is vice-president and 
general manager of the West Coast 
Life. He has attended meetings of the 
American Life Convention regularly. 
He has served as secretary and chair- 
man of the Legal Section. 

During the time the new sections are 
developing it was thought best to hold 
the meeting at some central point. To- 
ronto and Denver made overtures for 
the next convention but President R. 
W. Stevens of the Illinois Life and 
Isaac Miller Hamilton of the Federal 
Life made a strong bid for Chicago and 
won the toss. 


Wants Joint Meeting 

with Medical Section 

President Ayres in reciting the list 
of medical directors present expressed 
the hope that the Medical Section might 
soon meet at the same place and dur- 
ing the same week as the American Life 
Convention gathering. He read the 





names of Canadian officials present, say- 





(CONTINUED FROM PAGE 3) 


ing they can be counted on to cooper- 
ate for the advancement of life insur- 
ance. 

Col. C. B. 
Cedar Rapids Life, 
ing session Friday 
the aviation hazard. 

Franklin B. Mead, 
the Lincoln National 
paper on nonmedical 
his company’s four years’ experience in 
that field. It was significant that 20 
years ago in the same room where the 
American Life Convention met in Cin- 
cinnati, Mr. Mead read his pioneer 
paper on total and permanent disability. 

Dr. H. W. Dingman, medical director 
of the Continental Assurance of Chi- 
cago, gave his talk on disability prob- 
lems. Doctor Dingman has a fine and 
subtle sense of humor which permeated 
his paper. Considerable discussion fol- 


Robbins, president of the 
opened the morn- 
with his address on 


vice-president of | 
Life, read his 
insurance, giving 


lowed, participated in by George 
Graham, Central States Life; G. A. 
Boissard, National Guardian; G. S. 
Nollen, Bankers Life of Iowa; Dr. Wil- 
liam Muhlberg, Union Central, and F. 
P. Manly, Indianapolis Life. 


At the executive session Friday after- 


noon, John M. Laird, chairman of the 
disability committee, submitted its re- 
port. There was some discussion over 


the investment subject, based on H. B. 
Arnold's address of the day previous. 

Vice-President Lee N. Parker of the 
American Service Bureau explained 
some of the features of its work. G. S. 
Nollen, Bankers Life of Iowa, pre- 
sented the report of the committee on 
resolutions. 

Lee Dougherty, Guaranty Life, pre- 
sented the name of Mr. Gold for the 
presidency of the convention. Commo- 
dore A. L. Key of the Volunteer State 
seconded the nomination. Mr. Nollen 
and Harry L. Seay escorted the new 
executive to the chair. H. M. Woollen 
nominated C. L. Ayres for a position 
on the executive committee. Mr. Seay 
placed Col. C. B. Robbins of the Cedar 
Rapids Life in nomination to succeed 
himself. Mr. Ayres succeeds Mr. 





‘Real Results Are 








Shown for Yea 
(CONTINUED FROM PAGE 3) 
The three met separately Wednes¢ 
evening all on the same floor of 4 
hotel. 

The executive committee tried out 4 
plan this year of welding the sectig; 
programs with a general meeting to 
if it met with approval. With the» 
turn of the Legal Section to its regy| 
two-day meetings, the plan inaugura 
this year with the other sections shoy 
be continued, thus allowing members 
attend some of the meetings of all the 
departments. 

Secretary Adams in his report calj 
attention to the success of the Amerie; 
Service Bureau, which has weather 
the gale and is now conducted op 
profitable basis. This is a remarkal 
achievement. The American Serj 
Bureau thus comes to the fore as a mo 
useful adjunct of the American |; 
Convention. 


(CONTINUED FROM PAGE 4) 
justify many companies in their acti 
of setting up special reserves to coy 
possible fluctuations in these items in¢ 
future. 

“In recent years there has been mo 
or less of a persistent general claim 
the effect that there has been a shorte 
ing of life at the upper ages, and ¢ 
phasizing the inadequacy of the Ame 
ican Table for ages above 50. Fro 
one source at least it is claimed that 
study of the census figures indicat 
there is a shortening of life in the ave 
age expectancy at all ages. It migl 
be well to appoint a committee of { 
membership of this body to make tho 
ough investigation and study of # 
trend in mortality.” 

Mr. Ayres closed with an appreciati 
of the work of the executive and oth 
committees, and of Claris Adams, 1 
signed, who is succeeded by Wendell 
Coler as secretary. 


Woollen on the committee. H. B. A 
nold, Midland Mutual, nominated Da 
iel Boone, Midiand Life of Kansas C 
to succeed himself. J. B. Reynold 
Kansas City Life, placed F. V. Keesii 
of the West Coast Life in nomination 
succeed Mr. Gold who becomes pr 
dent. 




















AGENCY MANAGERS WANTED! 


If you are an organizer and can train men we have an unusual 


contract to offer. 
progressive companies. 


The Atlas Life is one of the South’s most 


Openings at present in Illinois, Missouri, Arkansas, Kansas, 


Texas and California. 


Write us in confidence— 


ATLAS LIFE INSURANCE COMPANY 


HARRY H. ROGERS, 
President 


Tulsa, Oklahoma 


FRANK E. VOIGHT, 
Supt. of Agents 
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Serving Texas and Louisiana-Correspondence regarding agency connections invited. 


acinto Life Insurance Co. 


Beaumont, Texas 
R. B. COUSINS, JR., President 






























FRIENDLY 
ASSOCIATES 


nee ITHIN the organization of the Massachusetts 
AW ~ Mutual there is a “tie that binds” the Home 
~ Office and the Field in a very close relation- 






ship. We are all friendly co-workers. Ask any man 
or woman who represents the Company if this is not 
so and you will be assured that this relationship is a 
striking characteristic of the institution. 


Policy contracts of the finest quality; a satisfac- 
torily low net cost; real service to policyholders and 
beneficiaries; steadily increasing and widening 
prestige; a consistently progressive attitude — these 
are some of the other attractions that this old New 
England Company offers to the life underwriter. 








Massachusetts Mutual 
Life Insurance Company 


Springfield, Massachusetts Organized 1851 





More than a Billion and Three-Quarters of Insurance in Force 
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N Thirteen Years, the Missouri 
State Life has grown from One 
Hundred Million Dollars of insur- 
ance in force to over One Billion 
Two Hundred Million ... It took 
twenty-four years to reach the first 
hundred million... The Company 
to date in 1929 is 30% ahead of its Admitted Assets Over 
paid-for production over the same $131,000,000.00 


period last year! 


Insurance in Force Over 


$1,200,000,000.00 
HILLSMAN TAYLOR, President 


St. Louis, Missouri 

















